PUBLICATION 


JULY 1961 IN THE WEST AND FOR THE WEST 


Hundreds of thousands of tool users ney 
i 


buy this plier every year... 


DO THEY BUY IT 
FROM YOU ? 


Every year hundreds of thousands of tool users... 
including your customers... lay their money on the line 
for the Channellock No. 420. They say no other plier does 
SO many jobs so well. That’s why it will pay you to stock it 

.. Catalog it. . . display it up front. You'll like the fast 
turnover and the extra profits of America’s fastest selling 
plier. Send for our new catalog. 


CHAMPION DeARMENT TOOL COMPANY © MEADVILLE, PENNSYLVANIA 


IT’S PROFIT-WISE TO STOCK THE GENUINE CHANNELLOCK LINE 
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Solid brass with tempered glass dresses the fireplace distinctively, dramatically 





* Dual draft controls top and bottom... fire can burn 
CLASSFYRE high or low, glass stays clear, smoke-free. CLASSFYRE SCREENS 
* Folding French doors open wide, are strong, con- 
screens have ‘ : 


venient, attractive, compact. at the San Francisco 


these unique Tempered plate glass panels. ran eae a 
advantages: * Polished solid brass frame insulated and sealed JULY 17-21 
. against fireplace and protected by ‘‘Firebrass"’... at Los Angeles 

a clear baked enamel coating. Furniture Mart on 
* Easily mounted with lintel clamps. JULY 9-14 


[PORTLAND WILLAMETTE (CO. __ WEST COAST 
SENN — REPRESENTATIVES 
GLASSFYRE SCREENS Henry Uliman & Associates 


Mr. S. Klemkaski Mr. David L. Schwartz 
1355 Market St P.O. Box 3581 1065 Los Angeles Furniture Mart 

















Mr. Walter M. Young Mr. Robert Carroll los Angeles 7, California 
3004 N. E. 21st Ave 814 Ilaniwai 


Portland 12, Oregon Honolulu, Hawaii 1289 — 4th Avenue 
Salt Lake City 3, Utah 


Mr. George N. Cannon 





(Op. San Francisco 3, California Seattle 24, Washington 1933 So. Broadway 
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Best Sellers! 


In the age of the do-it-yourselfer, CFaI Hardware Cloth is a natural 
profit builder for hardware men because of its outstanding verg@ility. 
You can recommend it—with complete confidence—for these and many 
more jobs around the home and farm: 


y reinforcing screen doors. 

y covering gutters and chimneys. 

Y protecting windows, greenhouses and gardens. 

y¥ making small animal enclosures, drying trays and light materials screens. 

y ratproofing. 
Heavily galvanized for extra-long life, CF«I Hardware Cloth retains its 
formed shape and won’t break even when severely bent. It’s available 
in a complete range of mesh sizes and meets Department of Commerce 
Commercial Standard CS 132-46. 

Ask your jobber for complete details and a supply of CF«I’s handy 

booklet describing a few of 1001 uses of this best seller. coos 
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The Colorado Fuel and tron Corporation 
Denver + Oakland +- New York 
Sales offices in Key Cities 





A GREAT TILLER FOR A GREAT MARKET! 


Pick BURNS. America’s Finest Tiller, for 

the growing garden and lawn equipment 

| market and you've picked a tiller that’s 
B RNS unmatched in quality, performance and de- 
pendability! Burns Tiller has so many 

advanced features that just naturally make 
it “TOPS” and a popular favorite through- 


out the country. More, it’s made and backed 
by a company with a long record of reli- 
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CASH IN NOW WITH BURNS... 


For quick, easy tiller sales, stock the 
spunky, spirited Burns Tiller that 
offers customers so many advantages = 
such as easy handling, ruggedness, 
power and extreme versatility. All of 
Burns Tiller advanced features’ mean 
extra performance that makes easy 
work out of tilling and gardening. 
With Burns quality. your customers 
actually get more tiller for their 





“money and you get more money in 
your fill! 





(x \ ONLY TRANSMISSION WITH LIFETIME GUARANTEE! 





Burns’ patented gear and chain drive transmission is the 
only one on the market with a LIFETIME GUARANTEE! 
Hardened steel gears can’t wear out — no heat, no friction 
—everything runs in a bath of oil within sealed unit. 
Delivers harnessed horsepower for a lifetime of trouble- 
free performance. 


_ BURNS TILLER AVAILABLE ONLY THROUGH QUALIFIED 
WHOLESALE HARDWARE COMPANIES. 





America’s Finest Tiller! | 13) 
BURNS MANUFACTURING COMPANY, INC. 


LOUISVILLE, GEORGIA 
A SUBSIDIARY OF DRAPER CORPORATION 
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Announcing... 
The First Annual 


HARDWARE PACKAGING EXPOSITION 


Sponsored by the 


Hardware Packaging Committee of Packaging Institute 
to be held during 
The National Hardware Show, McCormick Place, Chicago, IIL, 
October 2nd to 6th, 1961 


ELIGIBILITY... 


Any manufacturer is eligible whose products are 
distributed through retail outlets. 


AWARDS... 


Awards to be made for best packaging in 
various product classifications. 


ENTRY BLANKS AVAILABLE FROM: 
Hardware Packaging Committee 
C/ Packaging Institute 
342 Madison Ave., N.Y. 17, N.Y. 
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You Can Afford a Change 


Several years ago I visited a larger-than-average hardware firm in a 
growing Western city. I met the advertising manager who was very 
aggressive in his thinking. 


We talked about many things that might be done to stimulate retail 
hardware business in general. Then I mentioned that there was one thing 


that would certainly help this particular store more than anything .. . 
“Modernization.” 


The ad manager threw up his hands and said, “When you meet the 
owner for gosh sakes don’t mention modernization. He almost goes berserk 


when he hears that word. He doesn’t want anything changed around 
here.” 


The moral to this story is that this old-time hardware store folded up 
recently. 


It certainly wasn’t surprising at all. 


The story becomes all the more interesting when you learn that his chief 
competitor who was in business for almost as many years completely 
improved his premises about a year before the other one went out of 
business. 


They threw out all their old fixtures and replaced them with wall sec- 
tions and gondolas that gave them in effect an expansion that would have 
required twice the space if they had kept their old space and added as 
much merchandise on display. 


Store planning engineers and fixture designers have been studying for 
many years the problem of selling power in the display of hardware store 
merchandise. Their studies have produced ideas that have made many 
fixtures obsolete. They became obsolete because it was proved that more 
merchandise could be sold from the new unit than the one it replaced. This 
is not planned obsolescence. It is planned improvement of sales. 


Today, you can’t afford to continue your business without changes. Sys- 
tems, sales methods, display fixtures, store location . . . practically every- 
thing connected with your business . . . should come up for scrutiny 
periodically. 


Don’t be afraid to make changes. Rather you should be afraid not to 


make changes. 





BUSINESS 


TRENDS IN THE WEST 


Healthy Business Climate Forecast 


More alterations on property outside the home 
For San Diego Area 


Speakers at the Fourth Annual Business Out- 
look Conference sponsored by the San Diego 
Chamber of Commerce, look for a healthy busi- 
ness era in the 10 years ahead. 

Aircraft and space projects plus electronics 
will keep employment in San Diego’s defense 
industry fairly stable if major contracts now 
pending are obtained. An upsurge, according to 
Robert H. Biron, vice president of Convair, is 
expected in space projects through 1965 for As- 
tronautics, one of Convair’s operating divisions. 

Non-defense business for San Diego is pre- 
dicted for continuing growth. Milton F. Fillius, 
Jr., executive vice president of National Steel 
& Shipbuilding Co., stated that agriculture, 
tourism and shipbuilding will continue with its 
nearly $300 million annual value. 

The latest building report from Dun & Brad- 
street shows San Diego in seventh place in value 
of building permits among all cities of the na- 
tion. This report covers the first four months 
of 1961. With the population of San Diego Coun- 
ty reaching over one million in 1960, building 
is expected to remain active. During 1960, San 
Diego had a total of 19,416 permits issued. Val- 
uation was $136,071,000. Total valuation for the 
county amounted to $312,782,000. 


Don't Overlook $3 Billion 
Do-It-Yourself Market 


Do-It-Yourself work is a $3 billion market, ac- 
cording to the latest information from the U. S. 
Department of Commerce. Western hardware 
dealers who are not catering to resident owners 
of properties who do their own maintenance 
improvement work are losing dollars to their 
competitors who do provide help and service 
to do-it-yourselfers. 

Three out of 10 dollars spent in 1960 by home- 
owners on upkeep and improvement of the homes 
they lived in went for materials for work which 
they did themselves. This does not include neces- 
sary tools that were bought .. . only materials. 
The breakdown of money spent on material for 
all jobs averaged out at $2911. Principally, the 
$3 billion was spent for alterations and painting. 


was done by do-it-yourselfers than was done on 
alterations inside the home. However, inside al- 
terations accounted for more dollars which also 
included contract or paid labor dollars. 

Outside alterations included building walk- 
ways, swimming pools, installing built-in bar- 
becues, building patios, putting up fences, grad- 
ing land and so on. Maintenance and repairs is 
headed by painting. Plumbing, roofing, flooring, 
etc., are other jobs done by homeowners. 

The total maintenance and improvement cost 
of homeowners was $91 billion. Six billion was 
spent by property owners for contract and hired 
labor. About a half billion was paid by home- 
owners for materials for contract jobs. 


Denver has 26 Per Cent Increase 
In Construction 


Denver metropolitan area has recorded a 26.2 
per cent increase in the value of building per- 
mits over 1960. Though the number of permits 
issued was 11,651 compared to 12,262 for 1960, 
the valuation was greater—$29,112,109 as to 
$21,480,780 in 1960. 

Denver employment has steadily increased in 
the first four months of 1961 also. A 10,474 
gain in employment has been recorded in the five 
county metropolitan area. Unemployment for 
April was 3.9 per cent of the labor force. In the 
face of the past recession and an increasing 
population, this was less one per cent above 
April of 1960. 


Utah Business Activity Indicates Upturn 


Encouraging indicators in Utah’s construction, 
steel, copper and missile industry have been 
sighted. Construction is up 37 per cent during 
the first quarter of 1961 over the level of 1960. 
Pig iron and steel ingot production is stronger. 
The missile industry has increased its hirings 
and promises to hold recent employment gains. 
A drop in unemployment of 3200 has been noted. 
A total of 259,300 employed for April has been 
reported. During May, there was an additional 
drop in unemployment of 3500. 
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“Never a back order... never a shortage 
in over 3 years of shipments from 2 


says CHARLES WILLIAMS, Buyer 
WILSON F. CLARK CO. 
SAN DIEGO, CALIFORNIA 











National has built a reputation for 
shipping dealer orders promptly 
...accurately...and with no 
annoying back orders. Dealers also 
like our color-coded labels, sug- 
gested by Mr. Charles Williams. 
This makes solid brass hardware 
instantly distinguishable from steel. 


All National hardware is uniformly 
packaged for greater eye-appeal . . . buy 
appeal. Picto-graphic cartons, decimal 
packed for easier inventory control, have 
a “‘tell-all” label that shows exactly 
what’s inside. Join the swing to National 
whose Visual-Pac line offers you the 
broadest selection of builders’ hardware 
available anywhere in self-service pack- 
ages. Descriptive information is avail- 
able now on this new surface bolt and 
is yours... just for the asking. Write 
for it today! 


re 


NATIONAL MANUFACTURING CO. 


16107 First Ave. Sterling, Illinois 
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WASHINGTON 


N EWS FOR WESTERNERS 


By DAVID R. HEINLY © Chilton News Bureau, Washington, D. C. 


Fair Trade Hit Again, 


Discounters Gain Ground 


Discount retail stores have won what may 
be the final round in their scrap with “fair trade” 
dealers. The Supreme Court dealt fair traders 
a sledge hammer blow recently by upholding a 
state’s power to deny court access to out-of-state 
firms who aren’t registered to do business in 
the state. 

Without the use of state courts, “fair trade” 
suppliers in neighboring states are powerless 
to enforce minimum resale prices on their prod- 
ucts. Discounters are left free to cut prices to 
the bone. 

Fair trade spokesmen warn that such a pre- 
cedent could force firms to register in every 
state where their products are sold, and subject 
them to taxation and regulation by as many 
as 50 state governments. 

Some federal lawmakers are not discouraged, 
however. Senator Hubert Humphrey, D., Minn., 
recently introduced a new fair trade bill in the 
Senate, hoping Congress would act on it in time 
to preserve fair trade in the face of mounting 
rejection by state courts. 

Oklahoma’s Supreme Court is the latest to 
toss out a fair trade law. 

Humphrey’s bill retains the “McGuire Act” 
provision which allows states to pass laws mak- 
ing minimum resale prices binding on all area 
merchants if just one signs the agreement. This 
has often been the kicker that lands such laws 
on the scrap heap, branded “unconstitutional.” 

Meanwhile many fair traders are moving over 
to the “Quality Stabilization” idea of Repre- 
sentative Ray Madden, D., Ind. Madden’s bill 
would create federal machinery to allow manu- 
facturers to “protect their product’s good name” 
by boycotting maverick dealers who sell below 
recommended or advertised prices. 

Madden’s bill may face tough sledding from 
those who favor so-called “right to buy—refusal 
to sell” legislation. Senator Russell Long, D., 
La., is mulling a bill to outlaw a firm’s refusal 
to sell to any dealer who wants to buy. Long 
can’t make up his mind whether there can be 


circumstances to justify a manufacturer cut- 
ting off a retailer, or whether such a law should 
be binding in all cases. Outlook is for lots of 
talk, little action this year. 


Sunday Closing Laws Are Legal 


The Supreme Court decided that your state 
does have the power to tell you whether or not 
you can open for business on Sunday. The high 
court upheld state so-called “blue laws” on the 
grounds that they are intended to give every- 
body ‘a day of rest.” 

The court warned, however, that blue laws 
could still be ruled unconstitutional if they are 
found to be intended to promote or discriminate 
against a religion. The court waived religious 
arguments in a group of recent cases testing 
Sunday closing laws of three Eastern states. 

Chief Justice Earl Warren, former governor 
of California, hinted that the court might wel- 
come future cases if sufficient religious grounds 
could be shown. 


Co-op Taxation Gains Support 


Fate of special status for Western retail and 
wholesale co-ops hangs in the balance this year. 
President Kennedy asks for a 20 per cent with- 
holding tax on co-op dividends, whether in cash 
or scrip. 

Congress studies the President’s proposal and 
listens most attentively to foes of co-ops who 
charge that they are “not paying their fair 
share.” 

Stategy for tax-paying competitors of co-ops 
is to demand more than Kennedy asks, includ- 
ing full 52 per cent corporate tax rates on profits. 
Congress then has the “alternative” of “back- 
tracking” to Kennedy’s withholding idea. Either 
way, co-ops would be taxed. 


Westerner in the News... 


New Chairman of the Federal Farm Credit 
Board is Oklahoma grain and livestock farmer 
George W. Lightburn. Lightburn is also presi- 
dent of the Farmers Cooperative Elevator As- 
sociation in Alva, Okla. 
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LEADING AMERICAN INDUSTRIES 


offer their employees the Payroll Savings Plan for U.S. Savings Bonds 


These are but a few of the leading firms which support the Savings @ 
Bonds program with more payroll savers than ever before in peacetime. 
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NOW YOU GAN SELL MORE 
PETERS PLASTIC SHELLS 
THAN A PENNY PER Onl 





REVOLUTIONARY NEW S/P* SHELLS 
PETERS AMMO LINE FOR EVEN 


Now you can sell revolutionary new Peters premium-grade shotgun shells in all 12 
gauge high-base loads including magnums, buckshot and rifled slugs... and sell them 
for less than a penny per shell more. Just showing the new “‘SP”’ shell sells it. Cus- 
tomers see the careful internal construction . . . feel the slickness of the polyethylene 
that speeds up the second shots. And of course powerful local and national promo- 
tions help you tell them how the amazing new wad column gives perfect shot patterns 
every time... and why they’ll waste no more shells because of swelling or scuffing. 
“SP’’ shells are a sure-selling addition to the sure-selling Peters line. Remember to 
order today! And don’t forget these exclusive sales features: 

*Steel and polyethylene 


PETERS packs the’, power! 


PETERS CARTRIDGE DIVISION, BRIDGEPORT 2, CONN, ‘wicton™ is rec. vu. s. rar. oFr., 
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SELL STRAIGHT DOWN 
THE LINE WITH PETERS 
COMPLETE LINE OF 
AMMUNITION! 


“HIGH VELOCITY” 
LONG RANGE 
_. SHELLS 


PETERS 


“VICTOR” FIELD @ 
LOADS \ 


PETERS “SP” 
PREMIUM GRADE 
SHOTGUN SHELLS 


PETERS 
“HIGH VELOCITY" 


EXPAND FAST-MOVING | QRggpeaaar corer 
GREATER PROFITS! fl 


Faster, More Powerful Game-Getting Patterns 
because the exclusive polyethylene ‘‘Power 
Piston”’ wad gives better gas sealing...moves the 
shot out faster. 


Slick Feeding because the self-lubricating pol PETERS 

' eeding Cc -lubricati y- i = 
ethylene shell bodies glide in and out of guns. HIGH VELOCITY 

Ideal for pumps and autoloaders. 22 CARTRIDGES 


No More Wasted Shells or jammed guns caused WITH 

by scuffing or swelling. Tough ‘“‘SP”’ shells are 

guaranteed to chamber in any gun regardless of “GOLDEN” BULLETS 
weather or hunting conditions. 


@UPIND PETERS 


REG.U.S. PAT. OFF. 
"HIGH VELOCITY’* IS A TRADEMARK OF PETERS CARTRIDGE DIVISION, REMINGTON ARMS COMPANY, INC., BRIOGEPORT 2, CONN. 
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How to Improve Hardware Stores by 
Special Treatment of Each Department 


Ott's at Santa Barbara is Used as an Example to Show 
How Each Department can be Set Up as a Special Shop 
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ing. Call and seeour sample rena: and we arc sure you w 

be pleased with the medera tmgrorements and cons cnicsc 
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727 STATE STREET has been the same address for Ott's 
in Santa Barbara since it first opened its' doors in 1875 
as shown on this paper bag used by the firm. It is 
covered with articles and ads from early issues of the 
local newspaper. This one shows a picture of the first 
store. It has been remodeled and expanded many 
times. First owners were Adam Ott and E. C. Roeder, 
who sold out in 1902. Charles A. Ott, who joined the 
firm in 1907, is president. Graham George is secretary- 
treasurer. Charles A. Ott, Jr., is vice president. Gordon 
W. Cudworth is controller. 
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Store Planning Engineer 


By C. J. SERNE 





THE AUTHOR 


C. J. Serne has been in the store planning business 
for 25 years. He has specialized in retail hardware 
merchandising. A few years after the last war, he 
collaborated with HARDWARE WORLD in develop- 
ing our Store Modernization Kit which was bought 
by about 1000 Western dealers. 

Serne has been headquartered in Southern Cali- 
fornia although he has handled store improvement 
projects throughout the West. In recent years he has 
added such services as store management, merchan- 
dising, sales promotion and consultation on special 
events. 

He planned the latest modernization program of 
Ott’s, a large dealer in Santa Barbara. Photos from 
this store are used to demonstrate how department 
specialization can be achieved. 





To design a plain store or to design one with spe- 
cialized shops ... that is the question. If you can 
afford the space and the cost, which is not prohibi- 
tive at all, you will find the special shop treatment 
will prove a greater attraction to both men and 
women. 

Each department so treated takes on the appear- 
ance of “headquarters” for that type of merchandise. 
It is not difficult nor expensive to achieve such results 
as I think I can show you in the following descrip- 
tion of how we created special departments at Ott’s 
in Santa Barbara. 

The special shop helps to dramatize the products 
displayed and creates customer interest in all depart- 
ments so designed. It also helps customers to remem- 
ber all departments that you have which is much 
more difficult when the entire store has the same 
general appearance throughout. 

Ott’s is always making an improvement to a dis- 
play area in the store if management finds a way to 
present merchandise so that it will increase sales. 
They are now modernizing the hardware section. 
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THE GARDEN DEPARTMENT 


Many innovations can be seen in Ott’s special gar- 
den shop (see large photo). It runs along the back 
of the store next to the parking area. There are large 
windows on the parking side. It was here that we de- 
cided to build the attractive open type shadow boxes. 

The frames are made of redwood and set on pipe 
standards. They are quite sturdy. The adjustable 
shelves are 12 in. wide by 60 in. long and painted 
black. They do not obstruct the view even though 
they show a mass of merchandise. This area is used 
for special events and seasonal displays. The frames 
lend themselves well to seasonal decorations. They 
have succeeded in giving the garden department a 
distinctive atmosphere. 

The wall section was designed without the usual 
cornice. This gives a clean appearance with V-grain 
wood paneling as the background. In addition, it also 
eliminates the cost of light troughs under the usual 
canopy. The ceiling’s fluorescent lighting fixtures 
throw enough light for large merchandise. Long-han- 
dled tools are hung from special racks. Short-handled 
tools’ are displayed in front of them on brackets at- 
tached to short panels. 

The words “Ott’s Garden Center” are made up of 
cut-out letters and placed on wood panelling above the 
long-handled tools. The department is also identified 
by cut-out figures in typical garden scenes. The color- 
ful cut-out illustrations are used throughout Ott’s to 
set off special departments. 

The seed display can be seen in the large photo at 
the left end of room. The small photo gives a close- 
up of the compact and colorful section which was 
built against the wall next to an exit door. Above the 
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seed packets are beautiful transparencies of flowers 
and one of a flower field where seed is grown. 

The check-out stand for the area can be seen at 
lower right of large photo. Customers are encouraged 
to browse throughout store and bring their purchases 
to such a check-out stand. These stands should always 
be located in a convenient place for customers. I feel 
that turnstiles should be avoided, particularly in a 
small store. They have proved to be unfriendly and 
many dealers who have installed them during modern- 
ization periods have taken them out. 





KOOKS KORNER 


Cut-out letters identify the ‘Kooks Korner” (shown 
at left of large photo). Many specialty tools used in 
the kitchen are displayed in squares marked off on 
perforated board. Shown are samples of what can be 
found below in bins along the wall section. Note 
again that there are no cornices on this wall section. 

The two gondolas shown in front of the wall sec- 
tion are part of the area. The first one seen in the 
photograph gives a mass effect of all types of covers 
for appliances, tables, etc. The gondola behind it 
shows bakeware and also some food preparation 
equipment such as meat grinders, meat slicers, etc. 


GADGET SHOP 


This shop is contained in the wall section display 
next to the “Kooks Korner” (at right of large photo). 
Again we used cut-out letters as well as cut-outs of 
such tools as beaters and mixers in color to identify 
the area. 


We wanted to create attention in this department 
so we used bold colors. The area is predominantly 
gray with orange trim which gives it a dominate 
appearance along with the color of the items. 


Larger gadgets are displayed on perforated board. 
Display is next to doorway to tool department. 





PANTRY SHOP 


This shop has been named ‘Pantry Shelf.” Each 
letter is red on a white plastic illuminated panel. This 
is a colorful department and attracts much attention. 
It dramatizes such things as cannister sets, cooky 
jars and all types of bakeware and tinware. 

The display sets off this merchandise in a more 
attractive manner than by bunching them up on 
shelves. Many sales in this department are impulse 
and the extra effort to attract attention pays off. 

Hostess items are displayed on platform in front 
of ‘Pantry Shelf.” These are TV trays, serving carts, 
etc. Auxiliary chairs are also shown on adjacent 
platform. 
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CUTLERY SHOP 


A very important department in Ott’s is the Cutlery 
Bar. Rather than using the conventional showcase 
or the flat-type counter, we created this design with 
a long bar. We grouped different types of knives 
together (butcher knives, paring knives, boning 
knives). We have found that this gives the customer 
a big selection. Shown are four or five different brands 
of the same type of knife. 


Extra stock is kept in drawers under the bar. Note 
that at the top of each section of drawers is a pull- 
out board on which special sets can be shown to 
customers. 


This department is also highlighted by cut-out let- 
ters and also the names of eight famous brands. It 
is extremely vital, in merchandising cutlery to have 
several good brand names in the quality range. I 
think it is just as easy to sell quality cutlery as it is 
to sell low priced cutlery. This is one product that a 
customer desires complete satisfaction. Also many 
persons build up sets and this gives the merchant an 
opportunity of selling the “add-on” business. 

The entire stock of cutlery is either in drawers or 
on display in this area. 

At the left side of the wall section is shown a dis- 
play of all types of scissors and shears. 





GREETING CARD SECTION 


This section was an experiment that was tried out 
after a survey of Santa Barbara indicated that there 
were not too many greeting card retailers. Originally 
Ott’s started out with a 16-ft display. 

The department is located primarily in the area 
where women shop for gifts. Greeting cards are 
primarily impulse business and are often a by-product 
of gift selling. 

This display unit is lighted with overhanging fluo- 
rescent lamps. The type of cards are identified by 
signs on the overhead light standards. 
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CANDLE BAR 


Ott’s have impressed their customers that they are 
definitely in the candle business. It was done hy the 
quite decorative and rococo design on the wall se.tion. 
It almost looks like a stage setting with an old-fash- 
ioned proscenium opening. It is well illuminated in- 
directly. 

Large candles are displayed up high on glass 
shelves. The smailer type candles are displayed on 
slanted shelves below. New types of candles are dis- 
played on the counter in front of the wall section to 
get impulse sales. 

At Christmas time Ott’s uses an additional 12 feet 
of space plus four floor units for displaying more 
types of candles including special holiday candles. 
The regular candle bar shown in the photograph is 
16 feet long. 

Candles are extremely profitable and go very well 
with a gift department. If you are going into the 
candle business you should really get into it and not 
stock just a few decorative types. 


Much of the candle business depends on impulse 
sales. Therefore, it is worth highlighting in a de- 
partment such as shown here. The wall section draws 
much more attention than a gondola display. By 
placing candles of all colors and sizes at eye level 
and higher you can attract attention from all over 
the store. : 





DINNERWARE DEPARTMENT 


All of the former fixtures in the dinnerware de- 
partment were retained. However, we eliminated the 
wood shelving and put in glass shelves. The fixtures 
were also repainted. 

Several large shadow boxes were built and placed 
above the cornices on both sides of the Dinnerware 
Department. These are self-illuminated and show off 


a limited amount of items as can be seen from the 
photo (bottom right). These are so attractive that 
they do almost the same job on the inside as window 
displays do on the outside. 

Ott’s dinnerware and gift departments feature high 
quality merchandise. The fixtures and special display 
units go a long way to help create this quality image. 
As seen at photo at bottom, left, there are three 
tables that are used as one unit to display the related 
group of items. This not only promotes special din- 
nerware design but also shows many accessories that 
could go along with it. This type of display helps 
upgrade the sale of dinnerware sets. 
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88¢ TOOL GONDOLA 


In the tool department, Ott’s carried a small line 
of low end tools which were promoted on sale for 
88¢. An experiment was made with a special gondola. 
One of the former tables was redesigned into a spe- 
cial gondola. 

An overhead canopy was built as can be seen in 
the photo. Large signs announcing the price was put 
on all four sides. The gondola was placed at an angle 
at the entrance to the hardware and tool depart- 
ments. All of the 88¢ items were dumped onto the 
table. 

This table should not under any circumstances be 
used as a junk table or a close-out table. The mer- 
chandise should be fresh merchandise bought espe- 
cially for this unit. The items should be good buys 
and not especially a buy of somebody’s dead stock. 
I have experimented with this type of merchandiser 
and have found that junk merchandise will turn 
customers away from this table quicker than any 
other thing. 

If you want to close out merchandise it would be 
better to set up a special table for it. It could be 
designed like the 88¢ tool gondola, and should be 
just as successful. However, the 88¢ tool gondola in- 
dicates bargain prices for new merchandise. The two 
should never be mixed. 

Ott’s have found that the 88¢ table has produced 
to date as much or more dollar volume per square 
foot than any other merchandiser in the store. 

To make a table like this do an effective selling 
job it should first be piled with plenty of merchandise 


all mixed together. The customers have a great de- 
sire to browse around in the pile of tools to hunt for 
something that appeals to them. 

It is a great impulse sales producer. Some cus- 
tomers will wind up with as much as $10 worth of 
merchandise. One man told me, “This table has cost 
me over $100 in the last few months.” To some people 
it has a great appeal. However, once you set it up 
you naturally want to keep feeding it fresh new items. 
Be on the alert constantly for such merchandise. 

Although Ott’s have arbitrarily used the 88¢ level, 
such a bargain table can be set up with various price 
levels. There is no reason why a table couldn’t be 
changed throughout the year to 49¢ bargains or $1.49. 
When the price is changed, there should be a change 
in the type of merchandise offered. 


CLOSET AND BATH SHOP 
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Many shower curtains (photo 
at left) are displayed in a specially 
designed wall section. Hardware 
stores should allow a minimum of 
at least 6 to 8 ft to display shower 
curtains, approximately 58 differ- 
ent numbers in a good range of 
designs. Hampers and vanity fur- 
niture are displayed next to the 
curtains. Most of the items are on 
a small platform six in. high. 

Closet accessories (shown in 
photc at right) are very profitable. 
Clothes hangers as shown can be 
sold to both men and women but 
they should be shown in traffic 
aisle as was done at Ott’s. Various 
racks and garment bags are dis- 
played nearby. 





PAINT DEPARTMENT 


What can you do different in the paint department? 
This was a question which we pondered over for some 
time. All departments have cans of paint and the 
usual paint accessories. Again we tried to dramatize 
the product in solving the problem. This was achieved 
by using an overhead display with various types of 
color swatches and the manufacturers name. 

We also designed a different type of wall section 
case. A shelving was designed so that all the gallon 
cans were below the waist-high ledge and the pints 
and quarts in the upper area. We believe that we 
created in the small area a mass effect by grouping 
all the cans in the seven-foot high wall display. The 
sections holding the gallon cans are 30 in. deep or 
four gallons deep. 


There is a large section in the center of the paint 
department in front of the wall section which dis- 
plays all the sundry items. It also holds a display of 
color swatches for the color system used. 


Over to the side is the color mixer which uses the 
recipes on the back of each color card. This mixer 
is at the end of the section across from the hardware 
department where people can see it easily. This 
dramatizes the paint mixing service that Ott’s offers. 

At Ott’s about 50 per cent of the inventory is 
carried on the floor. However, with the same wall 
section design the average store could possibly carry 
75 per cent on the floor. The color systems have cut 
down on the amount of inventory needed. 





ELECTRICAL DEPARTMENT 


The electrical department is located in an alcove 
at Ott’s. It is directly off the housewares section. 
Again we used cut-out lettering to call attention to 
the department. 

Much color is evident in this area, particularly from 
the various colored lighting fixtures themselves as 
well as different color wall panels. The wall panels 
are a series of two-foot perforated board panels. All 
of the electrical outlets are behind these. The panels 
are easily removed for taking off different kinds of 
wall light brackets. 

The ceiling panels are all 24x24 in. perforated 
boards. They are suspended from the ceiling and 
easily removed to take off the fixtures. The set up on 
the ceiling and wall panels gives a very flexible type 
of department. It is not a costly operation. 

We used above the ceiling on our 2x4 construction 
a strip liner wire mold plug-in. You just add a two- 
ft cord to the light fixture and plug it is above rather 
than light each unit independently. We installed a 
central control panel bringing in the necessary 
amount of power in accordance to the circuits re- 
quired. Not all of the lights are put on at one time. 

The electrical department at Ott’s not only shows 
a wide variety of lighting fixtures but also displays 
various types of wall heaters and air conditioning 
units. Door chimes and other related types of elec- 
trical merchandise are also displayed. Of course, 
there is a complete line of light globes displayed, 
right at the entrance to the alcove. 
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SPORTS DEPARTMENT 


The sports department was modernized several 
years ago. However, a few improvements were made 
at the same time as the latest modernization program 
was put through. One of these is the area that dis- 
plays sleeping bags and air mattresses. 

The same wall section was used but redesigned with 
two hangers suspended from the canopy. Each item 
has portable hooks attached to it and is suspended 
from the hangers. This stocks many of the bulky 
items in a rather small space. They can be taken off 
the rack easily for inspection without upsetting the 
rest of the stock. 

Shelves were placed next to these and hold related 
items such as air cushions, folding camp chairs and 
camp beds. 





GOOD HOUSEKEEPING SHOP 


Ordinarily, utility items do not have a very glamor- 
ous effect in the average hardware store. However, 
at Ott’s, brooms, mops, whisk brooms, dust mops, and 
all types of cleaning brushes get a rather fancy set- 
ting on a wall section. The background is perforated 
wall board which allows each type of item to be 
shown in attractive manner. 

The department is identified by large lettering over 
the wall section. Cut-outs of broom, dust pan, etc., 
also help in the identity. 

In the foreground are displayed ironing boards, 
clothes baskets and all other types of large utility 
items. 





BAR SUPPLY SHOP features gadget bin for all 
types of items for the amateur bartender. The dis- 
play also presents all types of glasses. 


GIFT WRAPPING DEPARTMENT is in a corner 
of the housewares section and also next to the stock- 
room. Gift-wrapped packages are also mailed here for 
the customers. 


WAREHOUSING is contained in the center of the 
store. Most departments surround the area so that 
merchandise is stocked right next to the area where 
it is sold. It is easy to move the merchandise out of 
the stockroom onto the sales floor. There is a special 
stockroom for dinnerware, major appliances, guns 
and ammunition. 
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KITCHEN PLANNING DEPARTMENT coordinates 
the modernization of kitchens in older homes. The 
work is sub-contracted. 

The store covers 85,000 square feet of space includ- 
ing a corner parking lot. Along one side of the lot is 
an industrial supply store. Next to it is the toy shop. 
Bicycles and other wheel goods are displayed outside 
along the Toy Shop. Major appliances are displayed 
in the parking lot right next to the garden shop win- 
dows. 

The hardware section, which includes the improved 
paint department, is going through the modernization 
phase now. It is located in the section that is the site 
of the first Ott store, opened in 1875. The store still 
advertises 727 State Street. 
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CONTEMPORARY BUILDING HAS SPACE FOR 25 PER CENT MORE STOCK. 75 CARS CAN BE PARKED IN 


STORE-SIDE LOT. 


New Store Solves Display Problems 


Carmichael Hardware 
Carmichael, Calif. 


MOVING FROM AN OLD STORE to a new one 
involves many problems. Not the least among them 
is getting old customers to the new store, while at- 
tracting new customers. 

Carmichael Hardware, Carmichael, Calif. did it suc- 
cessfully. Within two weeks after the re-opening, Earl 
Hockett, manager, was able to say: “Our volume is 
as good now as we were hoping it would be a year 
after our re-opening.”’ 


Advertising and Two Promotions Pull Customers 


Carmichael Hardware relied on a rather heavy ad 
schedule and a double promotion to call the attention 
of old and new customers to the relocation at 3333 
Fair Oaks Blvd. For the first weekend of the grand 
opening, gifts of perfume and hair styling booklets 
were given to the first 200 women customers. The 
appeal the following weekend was to do-it-yourselfers. 
The store had factory representatives on hand to 
demonstrate power tools, appliances, paint and other 
items. 

In the new headquarters, twice the size of the store 
they had occupied for 15 years at Fair Oaks and 
Marconi Ave., Carmichael Hardware is increasing the 
inventory by 25 per cent. The 15,000 square feet of 
selling area, includes 60 feet of steel goods display, 
and a large housewares department which all cus- 
tomers pass on entering the store. Electric clocks, 
glassware, decorative brass items and virtually all 
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types of housewares command customers’ attention on 
their metal and glass shelves. 

Large floor-to-ceiling window areas at the eastern 
and southern exposure frame a display which will be 
changed according to seasonal demands. For the open- 
ing, the area featured garden furniture and supplies. 

The center of the store includes the office, where 
customers pay store and utility bills. Placed centrally 
to swing traffic past all store departments, the office 
is near displays of air conditioners, wheel toys, sport- 
ing goods and other hardware departments. Paint and 
similar items have wall and shelf display in one corner 
of the store. The fixtures used in the new store were 
made by M & D Fixture Co., Inc. 

Nine full-time and four part-time employees staff 
the store. 


Ample Parking and Warehousing Aid New Store 


In its new location the store provides parking for 
75 cars, overcoming a no-parking problem of its for- 
mer location. In addition, it includes a 24x120 foot 
warehouse. 

“We had reached the peak of sales volume at our 
former location, because we could not display mer- 
chandise we had stored. A new shopping center is ex- 
pected to open near our new center. The population is 
increasing steadily in this vicinity with the construc- 
tion of new homes, and we are optimistic about the 
future,” Hockett said. 
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SEASONAL DISPLAYS occupy the area in front of the 
checkout stand. For the opening, garden supplies were 
featured. Manager Earl Hockett (holding newspaper) 
checks over one of the ads used to announce the re- 
opening. Standing at the check out counter, a clerk 
can see any part of store. Glass case (lower left) holds 
valuable small items such as watches, electric razors and 
ciaarette lighters. 


HARDWARE DEPARTMENT as viewed from just inside 
the side entrance. Careful planning went into the selec- 
tion of displays and fixtures. On the rear wall, an 
interesting treatment is given to the usually hard-to- 
display tools such as shovels, rakes, etc. The increased 
floor space meant increased volume. Merchandise 
formerly kept in the store room at the old store was 
brought out onto the selling floor. 
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MANAGER EARL HOCKETT assists customers make 
a selection in the Housewares Department. Department 
is located just off main entrance which may explain its 
growing importance since the re-opening. Firescreens 
(top of wall section in rear) were placed high so they 
would be visible from any point in the store. During 
the off-season they still do a selling job by being seen 
and avoilable. 


IMPULSE SALES RESULT from placement of bill-paying 
counter (rear). On the way to pay hardware or utility 
bills, traffic must pass many of the store's departments. 
Many customers who "just came in to pay the gas bill’’ 
pause to make an impulse purchase. Wide aisles encour- 
age browsing and provide a clear view of merchandise 
on islands. Displays such as the wheelbarrows (right) are 
used effectively in open areas. 





BY KNOCKING OUT A WALL, the store gained an entrance on both north and south sides of the center. 


Dealer Gears Expansions to Growing Suburbs 


THE FIFTIES were a time of 
mushrooming growth for the sub- 
urban areas of the United States. 
On the outskirts of Stockton, Calif., 
Lincoln Hardware in Lincoln Cen- 
ter shopping center was growing 
as rapidly as the suburbs around it. 

As the population of the section 
boomed from 2000 to 25,000, the 
store expanded three times. In nine 
years, the store grew from 2500 
to 7500 sq. ft. 

Lincoln Hardware was first open- 
ed in December 1951 by C. D. Car- 
mean and M. R. Erkid. Their grand 
opening came just a few weeks af- 
ter developers had completed the 
center. When Don Steffa and Tom 
Murphy joined Erkid and Carmean 
as managing partners in 1953, one 
expansion of 1000 feet had already 
taken place. Sensing that the 
store’s potential was only half ex- 
ploited they pointed toward a 1957 
expansion of an additional 1000 
feet. 
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Lincoln Hardware 
Stockton, Calif. 


Then early this year another op- 
portunity to expand came when the 
owners of the adjoining store de- 
cided to move to another section of 
the center. By knocking out a wall, 
the Lincoln Hardware gained 3000 
more feet and an entrance on the 
north side of the center as well. 


Store Open During Remodeling 


The owners consider it quite a 
feat that during the three months 
of remodeling not once were the 
doors closed to customers. By May 
5, they were ready for a grand 
showing of their $35,000 remodel- 
ing project. 

The store is decorated in subtle 
tones to lend a feeling of openness. 
Slim lighting fixtures, stretching 
along the ceiling for the length of 
the store, give off 85-foot candle 
power. The entire area is supplied 
with heat or air conditioning, de- 
pending on the season. 

The floor plan is designed so 


that the business office, though 
readily accessible, is out of the 
way of the selling area. Adjoining 
it, at the center and facing the 
entire sales area, stands a gift 
wrapping section. 

In back of the entire wall of dis- 
play fixtures is a storage and re- 
ceiving area, 7x135 feet. Running 
the complete length of the store, 
it is serviced by two centrally lo- 
cated doors that open onto a de- 
livery service area. 

Surrounding the inside walls of 
the store on three sides are stag- 
gered, glass window display shelves 
where merchandise from the va- 
rious departments is shown. 

In the gift department, wooden 
displays are covered with burlap. 
Not only is it practical but it high- 
lights the style and coloring of 
each gift. The effectiveness of the 
gift department was emphasized al- 
ready this year by a record break- 
ing Saturday before Mother’s Day. 
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SMALL FLOWER POTS filled with sand and hung from poles (left) serve as ash trays. 


Flower Pots Used as Ash Trays 


Another innovation was the 
hanging of small flower pots on 
metal support posts running the 
length of the store. Painted to 
match the walls and filled with 
sand, they serve as ash trays. The 
owners were happy to find that 
these became popular immediately. 
Their use not only helps keep the 
store tidy but saves the floors. 

The store carries a complete line 
of hardware, paint, garden supplies 
and accessories, gifts, housewares, 


SHOULDER HIGH ISLANDS with low bases 
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china and crystal. The expanded 
quarters also permitted the addi- 
tion of a bridal registration service. 

To display this varied stock, fix- 
tures were carefully selected. The 
merchandise is placed on four-foot, 
shoulder-high display islands mea- 
suring 3x15. Wall fixtures are seven 
feet high with perforated board 
backs and lighted canopies in front. 
Since the store now faces on both 
the north and south sides of the 
center, check-out stands were 
placed at each entrance. 


The co-managers’ office is located 
in the center of the store. Their 
two desks occupy an eight-in. high 
raised platform surrounded by a 
four foot high wall. From this 
small, 4x11 foot office they com- 
mand a view of the entire store. 

The owners are proud of their 
new quarters, but quick to point 
out that they have no notion that 
“they have arrived.” Rather, they 
already find new ideas cropping up 
to add to or improve the Lincoln 
Hardware. What next? Up, maybe! 


and open glass shelves give feeling of openness. 





Difficult-to-Display 
Items Merchandised on 
Custom-Made Fixtures 


PLYWOOD AND PERFORATED BOARD BINS hold 
bulky merchandise such as clothes pins, scouring pads 
and unpackaged items. Deep bin fixture has smaller 
unit on top which can he removed if shelf space is de- 
sired. Custom-made fixtures were designed by Ole's Sup- 
ply. Units conform in size to standard gondolas. 


DISPLAYS NEAR FLOOR draw attention because of 
their orderly appearance. Trowel holders were made by 
drilling handle-size holes through 2 x 4s. Open holes act 
as indicators for open to buy. Stock numbers could be 
added to end of 2 x 4s as aid in taking inventory and 
replacing stock. 


Ole’s Supply 
Rosemead, Calif. 


WITH NEARLY 33,000 SQ. FT. of available floor 
space, Ole’s Supply Co., Inc. in Rosemead, Calif. is 
a large retail outlet for hardware items and related 
merchandise in demand by modern home owners. It 
would seem, therefore, that the problem of insuffi- 
cient display area would be non-existent. This is not 
true, according to manager Vincent De Nicola. 

“The more we expand, the more we realize that we 
have to be masters of display techniques. Much of 
our success (we started with 1120 sq ft) has resulted 
unquestionably from the interest and stress we put 
on realistic space-saving and power-selling displays. 

“The accompanying photos will give other hardware 
dealers an idea of what we are trying to do. Our hope 
is that it will help them as much as other dealer 
stories have helped us in past years.” 


MOWERS AND ACCESSORIES get high level exposure 
with display stand of plywood and pipe. Mowers are 
safely kept out of aisles yet easily accessible for cus- 
tomer inspection. Pipe rack holds grass catchers and 
lawn edgers. Wire from rack holds mowers’ handles and 
mowers on display stand. 


HARDWARE. WORLD 





GAS LOGS are compactly displayed on stepped fix- 
ture. Open sides with shelves are used to stock fireplace 
accessories, Fixture handles three different types of logs. 
Firescreens are displayed at side and behind fixture in 
keeping with store's theory of displaying related items 
within immediate area. 


MANAGER VINCENT DE NICOLA explains four-level 
pick display. The 34 in. plywood is unpainted as tools’ 
sharp edges would make unattractive scratches in paint. 
Case segregates sizes while preventing customers from 
injuring themselves on exposed sharp edges. Note small 
amount of space required by case. 
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WOODEN DOOR GATES get full exposure in this com- 
partmented case. Small unit holds good quantity of 
gates in limited area. Each size has its own section. 


Dividers keep gates neatly on display and prevent them 
from opening. This type of fixture can be used for dis- 
playing similar items. 


FOR QUICK SERVICE a quantity of glass is pre-cut and 
stored in compartments of this case. Each size is listed 
on paper posted on glass cutter (on hinges). Cutting unit 
swings out to reveal more compartments for glass. Cut- 
ting is done in verticle position, thereby saving space 
normally needed for table. 





Counselor Tries Running His Own Store 


Hardware Merchandising Ex- 
pert Starts Retail Store in Con- 
verted Bowling Alley in a Small 
Town ... He is Trying Out His 
Own Advice and Finds That It 
Works. 


Kammeier’s Hardware & Gifts 


ON THE FIRING LINE is Arnie Kammeier, formerly 
manager of a wholesale concern as well as a retailers’ 
association. He is practicing many ideas that he has 
passed on to dealers throughout the years in Southern 


California. 


A CONVERTED BOWLING AL- 
LEY with beautiful hardwood 
floors, has made an excellent lo- 
cation for Kammeier’s Hardware 
& Gift Store. It is located at 137 
South Eighth St., Lompoc, Calif., 
just north a few miles from Santa 
Barbara. 

It was started in late November, 
1960 by Arne Kammeier, formerly 


GLASS COOKWARE is displayed on fixtures supplied 
by manufacturer. Owner knows that such display units 
have been sales-tested and therefore trusts that they 


will do a job for him. 
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manager of Southwest Hardware 
Co., Santa Fe Springs, Calif., for 
several years. Prior to that he was 
secretary of the Southwest Hard- 
ware Association in Los Angeles. 
In both of his previous positions, 
Kammeier helped many retail hard- 
ware dealers throughout Southern 
California modernize and adopt 
special merchandising methods to 


Lompoc, Calif. 


develop their business. 

He has carefully noted much of 
his previous advice and has adapted 
it to his own store. He chose Lom- 
poc because it is a potential growth 
area. There are two armed service 
camps nearby. One is Vandenberg 
AFB 10 miles to the east and a 
Navy missile base 10 miles to the 
west. 


ONE OF MANY DISPLAY UNITS supplied by manu- 
facturer is placed at end of gondola. Many such units 
are used throughout the store as well as other point- 


of-sale material provided by the manufacturers. 
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PROMOTIONAL AREA is located at the front corner 
This display of garden supplies and outdoor 
utility items attracts passersby as well as to serve as 


of store. 


sales area for those in the store. 


One of the first things Kammeier 
did was to limit himself to four 
Southern California wholesalers. 
He believes that this saves him 
much valuable time . . . time he 
can spend selling instead of talking 
to one salesman after another. 

He used newspaper and radio ad- 
vertising to announce his opening. 
He has continued to use this media 
since then for special events and 
for general advertising. 

Kammeier started promoting a 
Lucky $2 Bill Contest several 


THE WOMEN'S TOUCH can be seen in giftwares area 
Kammeier selects merchandise 
for this department and also creates picturesque dis- 
plays which serve as window display and sales area. 


at front of store. Mrs. 
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PAINT DEPARTMENT covers entire back wall section. 
Counter in front serves as display area for paint chips 
and paint shaker. Area in back of wall section is used 


for warehouse space. 


months ago. He gives a $2 bill with 
change from a $5 bill or more. He 
posts “lucky” serial numbers week- 
ly on a special board. Everyone 
who gets a $2 bill checks to see 
whether his number has come up. 
The lucky winner gets a $10 money 
order in exchange for the bill. 
Kammeier is convinced, as he was 
before he went into his own busi- 
ness, that such firms as Rubbermaid 
and Pyrex have developed excellent 
island fixtures that will help “get 
the job done.” He also uses well 


designed display units offered by 
manufacturers as he knows that 
they usually produce sales. 

Artificial flowers are surprisingly 
good sellers in Lompoc despite the 
fact that one of the biggest indus- 
tries in Lompoc is growing flowers 
for seed. 

The giftware section is kept up 
by Mrs. Kammeier who selects the 
merchandise and also plans special 
displays. One of the displays is a 
table made from a flush hollow door 

(Continued on page 64) 


PAINT COUNSELING AREA at end of aisle right 
across from paint department is compact yet serves 
man and wife team who are looking at various reference 
books to select paint combination for their home. 
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DISPLAY SPACE to the left and right of the check-out 
counter was gained by removing sides of the horse- 
shoe shaped counter. Co-owner John Kerr stands be- 
hind the remaining side of the counter. 


THE LEFT COUNTER made way for this display of 
household items. Perforated board holds small imple- 
ments. In this prime location they catch female shoppers 
attention for increased soles. 


“Leaning Space” Converted to Display Space 


Two Sides of Checkout Counter Formerly Used by Customers 
as “Leaning Space" Converted to Additional Display Space 
... Over $150 in Sales were Made in this Area During first Week 


ADDED SPACE gained by removing the right counter 
made room for a new power tool line. On each side 
of the profitable tools are garden accessories and 
hoses. Area is ideal place to introduce new line. 
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Ocean Beach Hardware 
Ocean Beach, Calif. 


ONE OF THE BIGGEST PROBLEMS facing a grow- 
ing hardware store is the need for additional display 
space to merchandise fast-selling items. After taking 
a critical look at their Ocean Beach Hardware store 
in Ocean Beach, Calif., co-owners John Kerr and Steve 
Sulek, found the space. They added over 100 items 
in a newly created display area converted from the 
check-out area. 

The store was equipped with a not unusual and 
seemingly practical check-out counter. Located near 
the front of the building in a horseshoe shaped de- 
sign, the counter ran seven feet on each side and 
across the front. This allowed space for customers 
to place the merchandise to be checked out on any 
of the three sides of the counter. 

After close observation, however, the owners dis- 
covered that the two sides of the counter were rarely 
used. The customers seemed to prefer to place their 
purchases on the front of the counter which was near- 
er to the entrance-exit. 

The demand for additional display space caused the 
owners to realize that better use of the space could 


(Continued on page 62) 
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Low Cost Rack Sells High Margin Line 


Dealer Finds That Shower Curtains Yield Good Margin, Steady 
Turn-Over . . . Ten Dollar Rack Serves as Display, Storage Unit 


and Complete Department 


Vista Hardware 
Vista, Calif. 


THE DISPLAY WINDOW of Vista Hardware might 
surprise the hardware man who believes in conven- 
tional stock but not the residents of Vista, Calif. 
Thirty-seven bright, patterned shower curtains make 
a colorful window display. 

A 4x6 ft display unit of one-half in. galvanized 
pipe holds this unusual and profitable merchandise. 
The entire line hangs on a frame which cost only $9.62. 
Retail price of the curtains range from $2.95 to $9.95 
with a margin of 40 per cent. 

Almost always the customer wants window curtains 
to match the shower curtain. The owners have found 
that it is not necessary, however, to stock the match- 
ing window curtains in order to sell them. The proced- 
ure here is to inform our customers that matching 
window curtains are available on special order. With- 
in three days the curtains are delivered to our store 
and the customer is notified by telephone. 

The price of a matching window curtain is the same 
as a shower curtain. If customers choose a $9.95 show- 
er curtain, the window curtains will be the same price. 
“Our gross profit for this $19.90 sale is $7.96,” says 
Sinz. 

Back-up stock for the 37 patterns carried by Vista 
is one each. Orders to maintain this level are made 
regularly. Surplus items are stored in the center of 
the display, completely hidden by the shower curtains. 
“This,” points out Sinz, “means that the total area 
of floor space required by the line is only 4x6 feet.” 

“Diversification,” insist owners Lawrence and Emi- 
lie Sinz, “is a key to retailing success. Naturally, there- 
fore, we make regular tours of area stores attempting 
to determine what needed items are being underplayed 
by local merchants. In this case, we noticed that a 
variety of quality shower curtains just wasn’t avail- 
able to customers. Our window display was all the 
promotion necessary.” 
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Because of entensive spring cleaning done by home 
owners, we found April, May and June are the best 
months for sales in this line. “During these months,” 
stated Sinz, ‘we average a sale per day.” Vista is a 
small town populated largely by retired people on 
fixed and limited incomes. There is no question but that 
sales would be far greater in locations with a larger 
percentage of young homemakers. 


SHOWER CURTAINS in 37 patterns hang on rack 
made of galvanized steel pipe. Curtains form a stor- 
age area for extra stock. 
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THE MOORES INVESTED every penny in this first store. 
The rent was $100 a month for 290 sq. ft. 


They Built a Business 
On Friendliness 


Moore’s Hardware 
Laguna Beach, Calif. 


SINCE 1949, Mae and Art Moore have increased 
the stock of their Moore’s Hardware, Laguna Beach, 
Calif., from $2300 to $20,000 annually. Moore is quick 
to laud the importance of old fashioned friendliness 
to his financial success. 


Moore pulls no punches. “If anyone thinks I’m 
using a wispy philosophy, I don’t need to apologize. 
I simply let them see what it has done for me and Mae.” 

In September, 1949, the Moores invested their last 
nickel in $2300 worth of stock and rent on an old 
building in South Laguna. The 290 sq. ft. store rented 
for $100 per month. They took in $1.50 the first day! 

Moore did odd jobs to keep the wolf from the door 
until his old fashioned friendliness policy started 
taking hold. Five years later he and Mae moved to 
their present location which has 2250 sq. ft., modern 
fixtures, attractive front and interior and ample park- 
ing. The Moore’s current stock averages $20,000. 

“If a hardware dealer thinks it is a cliché to press 
the importance of friendliness to financial success, 
let him ask himself this question. Do I simply think 
of myself and my staff as being friendly, or do people 
think of us in these terms?” says Moore. 

“Off-the-cuff friendliness suffices but it certainly 
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ART AND ORE at checkout counter in the 
cramped quarters of original store. 


THE NEW STORE is a new building, has free parking 
in front and ample display space. 


will not have people talking about your store as THE 
friendly store. Superficial friendliness is as available 
as Western sunshine, but not nearly as warming. How 
would I like to be treated, ask yourself. Then proceed 
to treat customers the same way.” 

How do you apply “old fashioned friendliness?” 
According to Art and Mae Moore: Call as many of 
your customers by name as you can. Remember each 
person who comes into a hardware store comes be- 
cause he has a problem. Help him to solve the problem 
and he'll not only part with his money, but be anxious 
to come back for a second go-around when he has 
another. 

“We gave a few nails to a nearby supermarket 
when they were building a special display,” continues 
Moore. Now, they refer all their customers who want 
something to us. It’s worth hundreds in advertising. 
Then too, giving away instead of charging for tiny 
requests such as four or five nails is a good way of 
showing friendliness. This has to be done without mak- 
ing the customer feel obligated.” 

Art and Mae Moore are proud of their business and 
the way they built it. They try to use all the down-to- 
earth methods of business management, but they have 
not overlooked human values. 
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CONCRETE BLOCKS AND BOARDS MAKE UP THIS PAINT DISPLAY. 


FIXTURE IS QUICKLY ERECTED. 


How to Make a Temporary Display in a Hurry 





MATERIALS NEEDED 
FOR THIS 
7 ft. FIXTURE 


Quantity Size 
9 Planks 1”x12”x7’ 
21 Concrete Blocks 4”x6"’x8” 
3 Concrete Blocks 4”x16"x8” 
2 Boards (for Base) 1”x3”x7’ 
2 Boards (for Base) 1”x3”x6” 
21 Strips 1”x3”x8” 
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Carter’s Skyline Paints 
Tustin, Calif. 


ALL YOU NEED to erect these emergency wall fixtures are 12 in. 
planks 1 in. thick and 7 ft long, plus a number of concrete blocks. Place 
blocks at both ends and in the middle as shelf supports. An extra strip 
of 1 in. board is placed between blocks and shelves to make room for 
gallon-size cans of paint. The base can be made of 1x3 in. wood strips 
to hold blocks above floor level and to provide toe space. 

This versatile display fixture can be set up in a hurry and in most any 
size that is needed. Different size concrete blocks can be used to get any 
particular height desired. For added length, just increase the shelf 
boards. 

Rod Carter, owner of Carter’s Skyline Paints, Tustin, Calif., created 
this display idea. Carter has found in using these displays that they 
solve a problem in getting very economical display shelving for tem- 
porary or emergency purposes. The fixtures are easy to erect and are 
practical for displaying any number of items attractively. 
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Efficient Selling Space Need Prompts Move 


Coppin Hardware 
Puyallup, Wash. 


SPACE TO SELL, and space to 
operate more efficiently. These 
were the main considerations 
prompting Al Coppin to move 
Coppin Hardware. 

Owner Coppin’s calculations 
proved to be acute ones. Store 
sales have increased 35 per cent in 
the vear since the move was under- 
taken. And this increase was ac- 


More Selling Space and More Room to Operate Efficiently were 


Two Reasons for Dealer's Decision to Move... "Portable" Shelv- 


ing Designed by Dealer Help Display More Merchandise for In- 


creased Sales in New Store 


complished with ro increase what- 
ever in store personnel. 


More Parking at New Store 


Coppin Hardware’s old location 
placed it firmly in the center of 
the dcwntown district of Puyallup, 
Wash., population 11,000. Its new 
location puts it on the fringe of 
the downtown district. 


TWO SIGNS direct customers to off-street parking in rear. The park-lot off- 


sets disadvantage of less foot traffic. 
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A disadvantage here is the small- 
er flow of foot traffic. An advantage 
is easier-to-find parking space. 

The new store benefits from a 
parking lot at the rear. The owner 
takes advantage of this by a rear 
entrance doorway. Customers must 
walk through his small warehouse 
to reach the sales area. They pass 
the back room section where 
plumbing pipe is stored, cut and 
threaded and where certain “un- 
glamorous” items are stored. This 
is no disadvantage, though—Coppin 
keeps his back room in neat and 
clean condition. 

The old store, in which Coppin 
operated successfully for over 10 
years, had 27x90 feet of floor space. 
Of this, 27x60 was in sales area. 

His new store measures 50 feet 
across the front by 120 feet in 
depth. Sales area measures 50x80 
feet. The building was formerly 
occupied by another hardware 
dealer. 

In moving, Coppin brought all 
wall and island fixtures from his 
other store and added several 
more. He has also expanded his in- 
ventory in several departments. 
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OWNER AL COPPIN demonstrates 
how he erects his portable shelves. 
Single section is light enough for 
one man to handle. 


PORTABLE SHELVES (center) built 
by Coppin as space saver. When not 
in use, the whole unit can be folded 
flat for storage. 


HOUSEWARES department and 
paint department (rear) are next to 
giftwares department. Coppin 
trained women to handle paint sales. 
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THIS LADY SHOPPER inspects the 
giftwares department. To rear, but 
out of camera range, are other de- 
partments in women's realm. 


He operates, as before, with two 
sales people who work full-time. 
He works about half the time on 
sales, the rest on buying, managing 
and keeping books. 


Customers Buy More 


“One of the big advantages of a 
larger store is the increased buy- 
ing you are able to develop,’ he 
says. ‘We have five-foot wide 
aisles here. This encourages people 
to look around and walk around 
after they find what they came in 
for in the first place. Formerly, 
they would hurry right out. We 
have noticed a decided increase in 
our average sale as a direct result.” 

More floor space has made pos- 
sible better departmentalization. 
Men’s merchandise is displayed in 
the north half, women’s in the 
south half of the sales area. Paints 
are located at the rear of the 
women’s section, on the assumption 
that women do most of the buying 


34 


here. He has trained his sales 
woman to do most of the selling in 
paints, too. 

Coppin Hardware’s newest de- 
partment is the upstairs “children’s 
room’’ installed last spring. Dis- 
played here are toys and infants’ 
furniture. It adds diversity to his 
inventory and utilizes space for- 
merly used for storage. 

One advantage of learning to op- 
erate in a small space is the train- 
ing it gives in utilizing fully every 
square foot of floor space. Coppin 
has applied this acquired ability to 
good advantage in his new location 
as well. 


Dealer Designs Shelving 


New fixtures include two display 
islands running lengthwise in the 
center of the sales floor. Each con- 
sists of a long, low platform plus 
“portable” shelving. The portable 
shelving was a special invention of 
the owner’s. 


“CHILDREN'S ROOM" is 


newest 


department. Toys and infants’ furni- 
ture occupy a small upstairs room 
that was formerly used for storage. 


Coppin built the shelving for 
each platform island in two sec- 
tions. Each section is light enough 
for one man to handle. And com- 
ponents of the sections are brack- 
eted and hinged so the entire piece 
can be folded flat and stored in a 
small space. 

“These fixtures give us great 
flexibility for display of seasonal 
merchandise,’ Coppin adds. ‘We 
located them right in the center of 
the store where they will benefit 
most from foot traffic. With the 
shelving sections removed, we can 
display large items on the platform 
only. Each section can be taken 
down or put up in less than five 
minutes by one man. We can use 
just half of one fixture this way if 
we want to, or we can use the 
whole unit. At times such as 
Christmas, we want all the shelv- 
ing up and in operation for mer- 
chandise such as toys. It’s a space- 
saver and a time-saver as well,” 
according to owner Coppin. 
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These Western Dealers are Keeping Up to Date 


News About New Stores, Modernized 
Stores and Aggressive Merchandis- 


CALIFORNIA 
Downey Store to Carry Broad 
Range of Housewares 


Imperial Home Supply, 7908 East 
Imperial Highway, opened recently. 
Owner-manager of the Downey, 
Calif. business is Lee O. Sprowls. 

Stock will cover a broad range of 
goods for the home owner. It will 
carry hardware, plumbing and elec- 
trical supplies, housewares, and 
patio and barbecue items. 


“New” Management for Orinda 
Hardware and Variety Store 


Rheem Center Hardware and 
Variety Store of Orinda, Calif., has 
been repurchased by its former 
owner and founder, Chet Clark. 

Clark plans to augment the hard- 
ware department with sections for 
sporting goods, garden supplies 
and variety store items. Remodel- 
ing plans include a rock fountain 
in the garden department. 


New Building Allows Expansion 
in Many Lines 

Grisanti Hardware, Atascadero, 
Calif., opened at the new location 
of Entrada and Palma Avenues late 
in April. Owner Joe Grisanti’s new 
building covers nearly 5000 square 
feet and has been equipped with 
modern display fixtures. 

The hardware company has been 
in business in Atascadero for the 
past 15 years. The move to larger 
quarters will permit Grisanti to en- 
large his stock in general hard- 
ware, housewares, giftwares, sport- 
ing goods and toys. 

To introduce customers to the 
new location, a sale was staged 
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ing Programs 


during the last weeks of April. 
Each customer was asked to regis- 
ter for prizes that were awarded 
the last day of the sale. 


Sale Planned for Anniversary 
Celebration 


Hurley Plumbing & Hardware, 
1511 Irving St., San Francisco, cele- 
brated its second anniversary in 
April. 

To mark the event Hurley’s 
staged an anniversary sale with 
prices cut on such items as 
switches, garbage cans, lawn mow- 
ers and kitchen ware. 

The sale was tied-in with the 
“April Opportunity Days” promo- 
tion of Glidden Paint products, in 
which quarts of paint were offered 
at pint prices. 


Minshew Store in Path 
of Coast Freeway 

Ancil Minshew and his son, Har- 
lan, will relocate their Sharp Park 
(Calif.) Variety to Moss Beach. 
The move was forced on them when 
a proposed freeway was routed 
through their property. The new 
store will open early next year. 

The pair have operated in Sharp 
Park for the past 10 years. 

Minshew summed up his reasons 
for moving to a new community 
with this statement: “We've got 
a great following here; a wonderful 
bunch of people to deal with. But 
we've got to remain competitive, 
and we couldn’t on some of the 
prices quoted us on new shopping 
centers proposed for this area.” 

According to Minshew, he chose 
the Moss Beach area because of 
its growth potential. There are no 


stores in the vicinity which com- 
bine variety, clothing and hardware 
as does the Minshew store. 

Minshew has purchased a half 
city block on Coast Highway for 
his new store. The land purchase 
includes a nursery which Minshew 
and his son intend to continue to 
operate. Harlan Minshew has been 
working at the nursery. They have 
purchased $800 new stock for its 
expansion. 


Third Store for Rea Chain 


Palos Verdes Estates, Calif., is 
the location of the newest in a 
chain of three stores owned by Ed 
Rea. For the past 20 years Rea 
has operated a store in El Segundo, 
and for 12 years one in Hermosa 
Beach. The new store will operate 
under the name of Rea Hardware 
in the Peninsula Center shopping 
center. 

Brand merchandise will be car- 
ried in electrical, plumbing, thread- 
ed hardware, garden equipment, 
housewares, builders’ hardware, 
hand tools, dinnerware and gifts. 


IDAHO 


Rexburg Store Changes Name 
and Appearance 


Archer’s Pro Hardware and 
Furniture Store had an Open House 
recently to introduce its customers 
to its new name and appearance. 
The Rexburg, Idaho, store formerly 
operated under the name of 
Graham Hardware. 

Mr. and Mrs. Bob Archer, who 
recently purchased the store, com- 
pletely renovated the shop and 
added all new fixtures. 
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Before the opening the Archers 
placed an ad in the newspaper to 
announce the Open House. An au- 
tomatic washer, which was given 
away as a grand prize, was fea- 
tured in the ad. 

At the Saturday preview other 
door prizes were given and punch, 
coffee and doughnuts were served. 


Dealer Plans more Remodeling 


E. B. Krieg, owner of the O’Dwy- 
er Hardware, St. Maries, Idaho an- 
nounced that he is planning still 
further improvements on his store. 

Paint, a new marquee and sign 
were recently added to the front 
of the store. Inside the lighting 
has been doubled and plans are 
under way to put in a new floor. 


OREGON 


New Name for Oregon Firm 

The Independence (Ore.) Lumber 
and Hardware, formerly the In- 
dependence Lumber Yard, held a 
weekend spring merchandise sale 
recently. 

Free coffee and donuts were serv- 
ed and seven gallons of paint were 
given away as door prizes. 

Before the sale, office and dis- 
play space were completely re- 
modeled and new lighting fixtures 
installed. 

Manager of Independence is Her- 
schel Greenwade. 


From Bank to Hardware Store 

A complete remodeling has turn- 
ed an old bank building into the 
new store of Pacific Hardware, Sea- 
side, Ore. 

Owner Ed Berg’s new location 
has slightly less floor space than 
the old store, but by careful plan- 
ning several departments of his 
hardware and sporting goods cen- 
ter have been enlarged. One added 
feature is a paint mixing machine. 
Berg served coffee and doughnuts 
during the grand opening. Gifts 
and prizes were also presented. 


New Site for Pioneer 

Pioneer Hardware Co., Coos Bay, 
Ore., has leased space in the new 
Safeway shopping center under con- 
struction. Center is located on El- 
rod Ave., between Second and 
Fourth Avenues. 

For many years Pioneer Hard- 
ware has occupied a store at 241 
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Broadway. Their new space will be 
a 60x120 foot section in the re- 
modeled former Safeway building. 


WASHINGTON 
Ad Announces Birthday Sale 


Loyal Heights Hardware, 8010 
24th Ave. N. E., Seattle, celebrated 
its fifth anniversary recently. Own- 
ers of the store, Roland J. and 
Roseline Bertrand, planned a store- 
wide sale as part of the celebration. 

The sale was announced in a 
newspaper ad. Customers who came 
to the store during the sale were 
served free coffee and cookies. 


Hardware and Garden Supplies 
Combined in Washington 


Home Town Hardware, 3716 S. 
144th, Burien, Wash., recently en- 
larged their facilities to include a 
nursery and garden store. 

Owners Bob Carson and George 
Brown held the grand opening of 
the new section in April. Twenty- 
five awards were given to visitors 
including an 18-inch power lawn 
mower, fertilizers and a fertilizer 
spreader. During the opening 
plants, tools and other garden shop 
items were sold at special prices. 

The garden store will feature a 
rental plan on tillers, spreaders 
and power mowers. Customers will 
be encouraged to tell their lawn 
problems to the store employees. 


Merchants Back “Sizzler” 

To celebrate the opening of their 
second store, Bud Hargrove of the 
M &G Supply and Hardware, El 
Paso, Texas donated $95 in prizes 
to a unique “sizzler’” contest. 

Hargrove joined many El Paso 
merchants in backing the Herald- 
Post newspaper’s “Sizzler” Contest. 
Entrants guessed the exact time 





But you said you wanted an '‘eye-catchine” 
display 


and date the temperature would 
reach 100 degrees for the first time 
this year. 

M & G’s first store, at 7649 North 
Loop Road, donated a complete 
set of evaporative cooler sides, plus 
one quart of a rust preventative 
paint. 

M & G’s new second store, at 
7792-B Franklin Drive, gave a com- 
plete set of aspen cooler pads, one 
pump and one float for a cooler and 
one deluxe barbecue pit. 


Puyallup Hardware Expands 


In early May, the Puyallup Val- 
ley Hardware moved into its new 
building at 708 East Main, Puyall- 
up, Wash. For owners Art and Glee 
Stephens this expansion came just 
10 years after they assumed owner- 
ship of the store. 

-The building is of modern design 
with saw-tooth roof line and bright 
color scheme. Its 5800 square feet 
are a 2000 foot increase over the 
former store. Construction was 
planned to provide ample parking 
in both front and rear. 

Just prior to their three-day 
grand opening celebration, many 
Puyallup retailers took ads in the 
local newspaper congratulating the 
store on its new building. 

During the three-day opening, 
coffee and cookies were served to 
adults. Children received balloons 
and suckers. 

On the final night Puyallop’s 
mayor, Les Burrows, supervised a 
drawing. Prizes included a wheel 
barrow, electric drill, jig saw, 
spreader, electric mixer, knife 
sharpener and percolators. 


New Name for Camarillo Store 


Camarillo Plumbing & Hardware 
Co., Camarillo, Calif., has been 
sold to Bob Nunn of Santa Paula. 
The new owner changed the name 
of the store to the Camarillo Plumb- 
ing & Paint Co. He has employed 
a full-time plumbing service man. 


$75,000 Building to House 

Wenatchee Hardware Store 

Construction has begun on a 
$75,000 building to house the Berg 
Lumber & Hardware Co. The 60x 
120 foot structure at 1632 N. We- 
natchee St., Wenatchee, Wash., is 
owned by Martin Berg and Tom 
Jasco. When completed, the two 
story building will contain about 
$100,000 worth of merchandise. 
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STORE IMPROVEMENT 





ae 
ERCHANDISING 
AIDS 


SEND FOR THIS HELPFUL DATA BY CIRCLING NUMBER ON CARD ON PAGE 48 


“HANG UP” SPRINKLER gets max- 
imum visibility. Polyethylene bagged 
Wave-King lawn sprinkler has sell- 
ing copy on bag.—H. B. Sherman 
Mfg. Co. 

For Details Circle 100 on INQUIRY CARD 


SELF-DISPLAY and self-selling car- 
ton of push brooms. Carton opens in 
half. Back sign is included in pack- 


age.—American Push Broom Co. 
For Details Circle 101 on INQUIRY CARD 
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“TRY-IT-YOURSELF®” kit for demon- 
strating % in. “Dirk” electric drill. 
Kit includes brochures, window ban- 
ners, data sheets plus wood test block 
with demonstrator.—Disston Div., H. 
K. Porter Co., Inc. 

For Details Circle 102 on INQUIRY CARD 


WHEEL SLEEVE illustrates and 
gives helpful suggestions to custom- 
ers for replacement wheels. Narrow 
hub wheels are set-off in these color- 
ful merchandising packages.—Glea- 
son Corp. 

For Details, Circle 103 on INQUIRY CARD 


ROPE REELS AND CARTONS are 
accommodated on this rope merchan- 
dising rack. Occupies 35 in. floor 
space. Holds 160 lbs. of rope.—Tubbs 
Cordage Co. 

For Details Circle 104 on INQUIRY CARD 


LIGHT FIXTURE DISPLAY is a 
4x4 ft modular unit. Holds 16 fix- 
tures. Electrical connections permit 
fixtures to be lighted.—Progress Mfg. 
Co., Ine. 

For Details Circle 1065 on INQUIRY CARD 
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Use Inquiry Postcard for Further Information About MERCHANDISING AIDS 





COLOR CODED BOLTS in self-serv- 
ice merchandiser has 53 sizes. Color 
denotes price of bolts. Display is 36 
in. wide and 64 in. high—Screw and 
Bolt Corp. of America. 

For Details Circle 106 on INQUIRY CARD 


WALL UNIT and “Caddie-Cart” are 
two garden tool merchandisers for in- 
creased sales.—United States Steel 
Products Division United States Steel. 
For Details Circle 107 on INQUIRY CARD 








SLIDE-A-LONG paint brush display 
unit for paint wall section.—A. G. 
Jacobus’ Sons, Inc. 

For Details Circle 108 on INQUIRY CARD 
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“ROD ROCKET” is a sales stimulator 
for window or floor use. Display holds 
24 fishing rods in 14,x2 ft space.— 
South Bend Tackle Co., Inc. 

For Details Circle 109 on INQUIRY CARD 





“SPIN CHART” for customer use in 
selecting right insecticides and pesti- 
cides. Chart mounts easily.—Cali- 
fornia Spray Chemical Co. 

For Details Circle 110 on INQUIRY CARD 


MATCHING CHAIN DISPLAYS hold 
complete assortments. Reels have 
built-in brake. Chain cutter is per- 
manently attached to display.—Camp- 
bell Chain Co. 

For Details Circle 111 on INQUIRY CARD 


“MERCHANDISE MART” is com- 
plete letter-number display rack. 


Swinging panels save-space. Less 
than three-ft high, display can be 
used on gondola. — Hy-Ko Products 
Co. 

For Details Circle 112 on INQUIRY CARD 
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ROTATING HOOK RACK has 72 
cards of Eagle Claw hooks in 13x7 in. 
space. Rack is free with order.— 
Wright & McGill Co. 

For Details Circle 113 on INQUIRY CARD 


SPACE-SAVING DISPLAY RACKS 
for Duratite and Dap sealers, glues 
and filler products. Racks designed 
for impulse buying.—Dap Inc. 

For Details Circle 114 on INQUIRY CARD 
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Use Inquiry Postcard for Further Information About 


MERCHANDISING AIDS 
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Barcl = 





COMPACT melamine wall and ceil- 
ing panel display fits space 17'4.x5x26 
in. Holds sample chips and brochures. 
—Barclay Mfg. Co., Inc. 

For Details Circle 115 on INQUIRY CARD 


NO RESTOCKING during busy store 
hours. Garden tool rack holds five 
dozen tools. Takes seven sq. ft. of 
display space.—O. Ames Co. 

For Details Circle 116 on INQUIRY CARD 


GADGETS and kitchen tools are 
“housed” in 4',x2x5 ft perforated 
board display. Holds 36 carded or 
labeled items in lots of six. Use as 
island or on counter.—Washburn Co. 
For Details Circle 117 on INQUIRY CARD 
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VIBRANT orange and yellow hacksaw 
blades on blue rack measuring 8x18 
in. Rack is free with assortment of 
80 blades.—Nicholson File Co. 

For Details Circle 118 on INQUIRY CARD 





HOME OWNERS see at a glance the 
hardware they want. Free floor stand 
is five ft seven in. tall—Kwikset Div., 
American Hardware Corp. 

For Details Circle 119 on INQUIRY CARD 


GIVE CUSTOMER $1 for old can 
opener and still make your full mark- 
up. Promotion display comes with six 
boxed openers in assorted colors.— 
Swing-A-Way Mfg. Co. 

For Details Circle 120 on INQUIRY CARD 


“ROLL-RACK” dispenses 48 flash- 
light batteries. Polystyrene case is 
counter size—Union Carbide Con- 
sumer Products Co., Union Carbide 
Corp. 

For Details Circle 121 on INQUIRY CARD 


B CHAINS: 


COUNTER-SIZE chain display can 
also be hung on wall. Rack is free 
with four chain reels —The Turner & 
Seymour Mfg. Co. 

For Details Circle 122 on INQUIRY CARD 


STANDS ALONE or hangs from peg 
rack. Staple gun promotion includes 
free staples and metal holster in new 
see-through plastic package.—Swing- 
line, Inc. 

For Details Circle 123 on INQUIRY CARD 
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IMPROVED hand tool merchandiser 
has redesigned stand for added sta- 
bility. Red plastic tips hold tools on 
hangers. Comes with complete as- 
sortment of pre-priced hand tools.— 
P & C Tool Co. 

For Details Circle 124 on INQUIRY CARD 


SEE ’N SELL skin packs for garden 
hose accessories are punched to hang 
on revolving display. Free three- 
sided rack is steel finished in baked 
enamel. Green and white rack com- 
plements attractive full-color photog- 
raphy on card.—Melnor Industries, 
Inc. 
For Details Circle 125 on INQUIRY CARD 
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FLOOR DISPLAY holds five rolls of 
plastic coated galvanized wire for use 
as trellis or fence.—The Gilbert & 
Bennett Mfg. Co. 

For Details Circle 126 on INQUIRY CARD 
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EVERYTHING NEEDED to promote 
air conditioner filters—from banners 
to ad mats—is included with this dis- 
play carton.—Owens-Corning Corp. 
For Details Circle 127 on INQUIRY CARD 





COLOR-KEYED chart on each mer- 
chandiser helps customers make selec- 
tion. Price is clearly marked beneath 
item. These 18x36x65 in. floor stands 
are free with contents of cases.— 
United States Plywood. 

For Details Circle 128 on INQUIRY CARD 


COLORFUL DISPLAY unit is en- 
closed in package of 10 sprinkler 
canes. Sign on corrugated stand 
points out shut-off valve feature of 
sprinkler.—Supplex Co., Div. Amerace 
Corp. 

For Details Circle 129 on INQUIRY CARD 


SMOOTH-TURNING rollers speed 
cutting and dispensing of insect wire 
screening. Nine rolls fit on aluminum 
rack requiring only 2 x 3 ft.—Wick- 
wire Brothers, Inc. 

For Details Circle 130 on INQUIRY CARD 


“QUIK-TURNOVER” assortment of 
tape, tape rules and refills comes in 


hang-up packaging. Selection was 
made up of 23 fastest selling items 
in line.—Lufkin Rule Co. 

For Details Circle 131 on INQUIRY CARD 
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ILLUMINATED DISPLAY for re- 
cessed lighting designed for demon- 
strating to do-it-yourself customers. 
Redwood and brass display is 16 x 
30 x 8 in—Kalsan Electric Co. 

For Details Circle 132 on INQUIRY CARD 


we 
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SPOOL RACK for 
solid braided polypropylene rope. 
Rack is 24 in. high and holds four 
spools.—King Cotton Cordage. 

For Details Circle 133 on INQUIRY CARD 


PAINTERS’ TOOLS for professional 
and homeowner use displayed, on 
three metal-frame merchandisers. Use 
on perforated board or gondola. Can 
be arranged to suit space available.— 
Red Devil Tools. 

For Details Circle 134 on INQUIRY CARD 
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SELF-SERVE MERCHANDISER is 
part of shipping carton for paint can 
sprayer. Use as floor display—Hyde 
Mfg. Co. 

For Details Circle 135 on INQUIRY CARD 
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FIVE MOST WANTED SIZES of 
serewdrivers are included in this as- 
sortment of 14. Items are priced, 
carded and display mounted for you. 
—Fuller Tool Co., Inc. 

For Details Circle 136 on INQUIRY CARD 


GARDEN TOOL CENTER is rolling 
merchandiser. Holds 66 tools in nine 
sq. ft. All tools are best sellers.— 
True Temper Corp. 

For Details Circle 137 on INQUIRY CARD 


BOOST BACK-TO-SCHOOL SALES 
with lunch kit display. Shipping case 
quickly sets up into floor stand. — 
American Thermos Products Co. 

For Details Circle 138 on INQUIRY CARD 


PRE-PACKED, PRE-PRICED display 
of Christmas gift wrap and ribbons. 
—Chicago Printed String Co. 

For Details Circle 139 on INQUIRY CARD 
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COMBINATION MERCHANDISER 
has 13 “Sellopak” auger bits on metal 
display.—Irwin Auger Bit Co. 

For Details Circle 140 on INQUIRY CARD 
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SEND FOR THIS HELPFUL DATA BY CIRCLING NUMBER ON CARD ON PAGE 48 


AUTOMATIC LURE DISPENSER 
holds up to 130 fishing lures. Show- 
case window allows 54 lures to be 
seen. Additional Lures can be rotated 
into view by pressing button. Ma- 
chine is 70 in. high and 40 in. wide.— 
Fred Arbogast Co., Inc. 
For Details Circle 165 on INQUIRY CARD 


NUMBER LABELS for price coding, 
product identification, etc. Machine 
will print consecutive or duplicate 
numbers. Illustrated is numbering 
unit on label printer made by same 
firm.—Weber Marking Systems 

For Details Circle 166 on INQUIRY CARD 
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FLEXIBLE STORE FIXTURES are 
basically modular units. Called Fix- 
ture-Ware, units are metal framed 
for quick assembly. Fixtures can be 
re-arranged just as rapidly. Any num- 
ber of five-ft units can be joined to- 
gether with two ends.—Kason Dis- 
play Hardware, Inc. 
For Details Circle 167 on INQUIRY CARD 


RENTAL PROFITS can be increased 
with this rug and carpet shampoo 
machine which converts to floor 
scrubbing - polishing - buffing unit. — 
Clarke Floor Machine Co. 

For Details Circle 169 on INQUIRY CARD 


STAMP AND PRINT with this print- 
ing set. Letters, numbers and punctu- 
ation are interchangeable. Holder 
keeps type flat and tight. Use for 
imprinting —American Stamp Works 
For Details Circle 168 on INQUIRY CARD 


CELLOPHANE TAPE DISPENSER 
lets you measure exact amount 


. needed. Cello-72 dispenser accommo- 


dates tape widths of 4 to 2 in. Han- 
dle stop adjusts for precise lengths 
wanted. — Seal-O-Matic Dispenser 
Corp. 

For Details Circle 170 on INQUIRY CARD 
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STORE OPERATIONS 


mr sat 

INFRARED HEATERS above load- 

ing dock can be used in warehouses. 

Designed for outside-inside use in 

walls or ceiling. No wasted heat with 

radiant energy.—Corning Glass Works 
For Details Circle 171 on INQUIRY CARD 


GOODWILL BUILDER and customer 
service is this Model 90 electric shoe 
polisher. Automatic switch for motor. 
Sign included.—Dremel Mfg. Co. 

For Details Circle 172 on INQUIRY CARD 


— 


INTERCOM UNITS use no wiring. 
Two-way talking by simply plugging 
in units. Eight units can be used 
without loss of clarity. — Precision 
Equipment Co. 

For Details Circle 173 on INQUIRY CARD 
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LEASE PLAN for floor refinishing 
equipment. Dealers can rent tools to 
do-it-yourselfers. Lease runs from one 
to three years with renewal options. 
No capital needed by dealers.—Amer- 
ican Floor Machine Co. 

For Details Circle 174 on INQUIRY CARD 
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READY REFERENCE for all types 
of pipe fittings. Dealers can quickly 
identify and price malleable iron, cast 
iron, cast bronze and iron pipe nipples 
with hang-up chart. Room for retail 
prices.—Grabler Mfg. Co. 

For Details Circle 175 on INQUIRY CARD 


FLUORESCENT PANEL LAMP pro- 
duces 10 per cent more light at 80 
watts than four conventional 20 watt 
lamps. Waffle configuration is attrac- 
tive both lighted and unlighted. Meas- 
ures 11% in. square and 1'2 in. deep. 
—General Electric Co. 
For Details Circle 176 on INQUIRY CARD 





HANG OR STAND this grass shear 
display. Display is free with hedge 
and grass shear order.—Keiser Mfg. 
Co. 

For Details Circle 141 on INQUIRY CARD 


EYESTOPPING DISPLAY for 
“Wood Tone” kitchen appliances. Use 
on gondola or table top.—Rival Mfg. 
Co. 

For Details Circle 142 on INQUIRY CARD 


SPACE-SAVER MERCHANDISER 
features hardwood-faced switch 
plates. Unit is for self-service use in 
store.—Elliott Bay Lumber Co. 

For Details Circle 143 on INQUIRY CARD 
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OVER HALF THE SELLING SPACE is located on top 
three-shelf tiers of this self-service cookware fixture. 
Compact merchandiser is at proper eye-level of 49 in. for 
average woman shopper. Made of heavy gage steel with 
adjustable perforated steel shelves. Fixture is 4 x 8 ft 
and has end units with bracket arms for hanging plus 
shelves. Display unit is available from Mirro Aluminum 
Co. 
For Details, Circle 185 on INQUIRY CARD 


CUTLERY IS HIGHLIGHTED with fixture that will keep 
all your cutlery in one department. All-wood case has 
glass covered section for pocket knives. Scissors and 
butcher knife section has glass sliding panels for self-serv- 
ice use if desired. Tableware and carving sets are dis- 
played on shelves below. Backup stock is carried in closed 
section at bottom. Most items are pre-ticketed and each 
item has label designating use. Unit is 72 in. long, 221% 
in. deep and 62% in. high. Display is available from Cut- 
lery Distributors for Western dealers. 
For Details, Circle 186 on INQUIRY CARD 


RICH APPEARANCE OF WOOD on new line of metal 
fixtures is done by bonding vinyl finish to metal. Thin- 
profile shelves on gondola give light weight with strength. 
Gondolas are easily adaptable to overhead displays. 
Checkout counter has overall vinyl. Top is Formica. Heavy 
brass plated steel cart bumper protects from scratches. 
Counter available in straight-line, “L,” “U” and other 
shapes. New line of fixtures made by M&D Store Fixtures, 
Inc. 
For Details, Circle 187 on INQUIRY CARD 


TANDEM-MERCHANDISERS come complete with shely- 
ing or counters and shelving. Island fixtures in tandem 
lengths from 5 to 20 ft permit dealers to create the 
functional appearance and store fixturing arrangements 
that ordinarily require expensive counter units, Custom 
series of same units have all-metal sliding door counter 
units with two tiers of shelves instead of four. Fixtures 
are manufactured by Reflector Hardware Corp. 


For Details, Circle 188 on INQUIRY CARD 
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ENTIRE PLUMBING DEPARTMENT is contained in this 
self-service gondola. All items are serviced and stocked 
by wholesale distributor. Merchandise is clearly priced 
for added customer convenience. Washer cabinet is also 
available for added profits. Fixture is 9 x 3 ft and is 51 
in. high. Gondola can be obtained from Leland Co. 

For Details, Circle 191 on INQUIRY CARD 


HARDWARE VENDING machine can be used for auto- 
matic merchandising of hardware, toys, sporting goods, 
ete. “SuperVend” unit stocks up to 130 items. Machine 
accepts coins and currency and returns correct change. 
Vender is available from Automatic Canteen Co. of Amer- 
ica on lease. 

For Details, Circle 192 on INQUIRY CARD 
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SELF-SERVICE ELECTRICAL GONDOLA is a specially- 
designed fixture installed in dealers’ stores by whole- 
saler. Called Automatic Merchandising Service, dealers 
use existing stock to fill gondola. Additional stock is 
shipped to dealers in numbered bags corresponding to 
specific bin numbers on fixture. Merchandise is pre-priced 
according to competitive prices which are constantly 
checked. Printed price strips are available for each mer- 
chandiser. Sloss & Brittain handles the service. 
For Details, Circle 189 on INQUIRY CARD 


ALL-PURPOSE SHELVING is offered with Displayline 
shelving by Weber Showcase & Fixture Co., Inc. Shelves 
are perforated front and rear, to allow use of basket in- 
serts, glass binning and other items. Captive brackets are 
attached at factory to the shelves. Shelving comes in 
three- and four-foot lengths to give maximum flexibility. 
Other features include single and flush-back panels which 
are interchangeable and selection of heights and base 
widths for island and wall fixtures. 
For Details, Circle 190 on INQUIRY CARD 
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SEND FOR THIS HELPFUL DATA BY CIRCLING NUMBER ON CARD ON PAGE 48 


FLOOR REFINISHING INSTRUC- 
TIONS, 14 page accordian folder, 
pocket size with illustrations. De- 
signed by American Floor Machine 
Co., div. of American-Lincoln Corp. 
to give out to all rental customers of 
American Floor Machines. Beginning 
with an illustrated list of rental equip- 
ment and supplies needed, booklet pre- 
sents step-by-step instructions for 
machine users. Included are details 
on finishing and waxing floors. 

For Details Circle 200 on INQUIRY CARD 


“JUNIOR UINE” catalog is four- 
color, eight-page booklet with photo- 
graphs of folding chairs and tables 
for children. It is published by Hamp- 
den Specialty Products Corp. Booklet 
introduces new promotional chair and 
table set. 

For Details Circle 201 on INQUIRY CARD 


MERCHANDISING DISPLAY 
UNIT, offered free is described in a 
full-color folder by E. Z. Paintr Corp. 
Four-page folder lists dealer prices 
on rollers and accessories. 

For Details Circle 202 on INQUIRY CARD 


MANN’S GARDEN TOOL catalog 
page, illustrated, three-color, shows 
four models of Mann Edge Tool Co.’s 
garden tool line. Page lists specifica- 
tions, including weight. 

For Details Circle 203 on INQUIRY CARD 


ORNAMENTAL IRON catalog 
sheet lists Locke Mfg. Co. products. 
Outlines special offer and_ gives 
quantity prices. 

For Details Circle 204 on INQUIRY CARD 


CHEMICAL RESISTANCE 
CHART, one 8% x 11 in. page, print- 
ed both sides, lists the resistance of 
each type of pipe from Crescent Plas- 
tics, Inc., to 175 chemicals. 

For Details Circle 205 on INQUIRY CARD 
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“TROUBADOOR CHIMES” cata- 
log, full color photography, eight 
pages was published to introduce a 
new line of chimes by the Miami Cab- 
inet Div., The Philip Carey Mfg. Co. 
Booklet features new Chapel Chord 
Tone Chimes and a non-electric chime 
available in either turn or push-but- 
ton styles. One page is devoted to 
push buttons, transformers, bells and 
buzzers. 

For Details Circle 206 on INQUIRY CARD 


ART METALCRAFT catalog, 16- 
pages, illustrated, lists the 1961 line 
of Craftools Inc. Items range from 
jewelry making equipment to polish- 
ing accessories and wheels for the 
hobbyist. 

For Details Circle 207 on INQUIRY CARD 


“KOHLER ENGINES IN_ AC- 
TION,” is a four-page, illustrated, 
three-color, monthly publication of 
Kohler Co. Bulletin shows new equip- 
ment in use. 

For Details Circle 208 on INQUIRY CARD 


CHANNELLOCK SALES HELPS 
CATALOG from Champion DeAr- 
ment Tool Co. has 12 pages in two- 
color. Catalog covers plier, hammer 
and knife displays available from 
company. Versatile displays can be 
used in many different ways to act as 
your silent salesmen. Also included 
in catalog are additional sales helps 
such as envelope stuffers, decals, etc. 

For Details Circle 209 on INQUIRY CARD 


“HOW TO COLLECT MORE PAST- 
DUE ACCOUNTS,” eight-page, 3% x 
6% in. booklet was produced by the 
United Collection Association, Inc. It 
suggests a program for sending de- 
linquency notices. It lists the value of 
uncollected dollar after various 
lengths of time. There is also a gen- 
eral discussion of credit policies. 

For Details Circle 210 on INQUIRY CARD 


KIRSCH DRAPERY CATALOG, 
126-pages, illustrated, has been issued 
by Kirsch Co. Prices, finishes and 
packaged quantities are listed in a 
separate pocket size booklet that fits 
into the catalog’s back cover. Catalog 
sections are devoted to various types 
of adjustable traverse rods, drapery, 
hardware and accessories. 

For Details Circle 211 on INQUIRY CARD 


LAZY BOY SNOW BLOWER cat- 
alog sheet, three colors, has photo- 
graphs of two models available from 
the Lazy Boy Lawn Mower Co., Inc. 
Page lists specifications and weight 
on a two and three horsepower snow 
shovel. 

For Details Circle 212 on INQUIRY CARD 


LEIGH BUILDING PRODUCTS 
catalog, number 298-L, four-color, has 
photographs and illustrations of fans 
range hoods, clocks and accessories. 
Published by Air Control Products, 
Inc., it shows installation, gives speci- 
fications and dimensions. 

For Details Circle 213 on INQUIRY CARD 


PARKER-KALON THREAD-CUT- 
TING SCREW catalog, six pages, line 
drawings and photographs, is pro- 
duced by Parker-Kalon, Div. of Amer- 
ican Transportation Corp. Two pages 
are devoted to a simple test to com- 
pare and evaluate thread cutting 
screws. 

For Details Circle 214 on INQUIRY CARD 
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“MENU FOR DISHWASHING” is 
the title of the 12-page brochure Sess 
the Calgon Co. This colorful booklet 
covers the complete dishwashing cycle 
for commercial establishments, giving 
tips to improve operation. 

For Details Circle 215 on iNQUIRY CARD 


“THE CHALLENGE TO MAN- 
AGEMENT OF OFF-THE-JOB AC- 
CIDENTS,” 16-pages, three-color, was 
prepared by the G. M. Basford Co. It 
is the result of research conducted by 
the National Safety Council. 

Booklet encourages employers to 
set up off-the-job safety programs. 
Outlines economics of lost time at 
work due to home accidents. Suggests 
ways to start campaigns. 

For Details Circle 216 on INQUIRY CARD 


HUDSON POWER SPRAYER AND 
DUSTER 16-page catalog, number 
564, in full-color, is published by H. 
D. Hudson Mfg. Co. Book lists com- 
pany’s sprayers and dusters, plus 
trailers, spray booms, pump kits, and 
a complete line of accessories. 

For Details Circle 217 on INQUIRY CARD 


WINCHESTER AND WESTERN 
sporting arms and ammunition cata- 
log, 36 pages, full-color, photographs 
and drawings on every page, is an 
attractive publication from the Win- 
chester-Western Div., Olin. Interest- 
ing catalog has many pictures of guns 
and equipment. Has many attractive 
animal and outdoor paintings. 

For Details Circle 218 on INQUIRY CARD 


“FACTS AND FACTORS ABOUT 
GAS-POWERED LIFT TRUCKS” is 
a 16-page booklet illustrated with 
photographs. Booklet is published by 
the Automatic Transportation Co. to 
illustrate their gas-powered, electric- 
drive lift trucks. Six pages illustrate 
advantages of manufacturer’s prod- 
uct. 


For Details Circle 219 on INQUIRY CARD 


“GLORIFYING THE AMERICAN 
BATHROOM,” 27-pages, photos and 
line drawings, full-color cover, is the 
catalog of the Miami Cabinet Div. 
The Philip Carey Mfg. Co. Shows com- 
plete assortment of bathroom fixtures. 

For Details Circle 220 on INQUIRY CARD 


NORLUND GAFFS AND SAFETY 
DEVICES, is a three-color, four-page 
folder from the O. A. Norlund Co. It 
is illustrated with photographs of 
fish landing gaffs and foot safety de- 
vices. 

For Details Circle 221 on INQUIRY CARD 


“FOLDING FURNITURE?” catalog 
is full color, four-page booklet illus- 
trating five sets of round and square 
bridge tables. Hampden Specialty 
Products Corp. produced the folder 
which lists specifications for tables 
and choice of colors. 

For Details Circle 222 on INQUIRY CARD 


RED HEAD OUTDOOR CLOTH- 
ING AND EQUIPMENT catalog, 
1961-1962, illustrated, is offered by 


JULY 1961 


the Red Head Div., Brunswick Corp. 
Lists eight sleeping bags along with 
a unique temperature index listing the 
lowest temperature each may be used 
with comfort. Other items covered are 
coats, vests, caps and underwear, 
life vests and cushions, gun covers, 
hunting and fishing accessories and 
holsters. 
For Details Circle 223 on INQUIRY CARD 


PRYNE FANS & HEATERS cat- 
alog, illustrated, 10-pages, published 
by the Emerson-Pryne Co. Booklet 
covers new square exhaust fans and 
several new ceiling heaters. Illus- 
trated index and brief discussion of 
advantages of square fan design are 
included. 

For Details Circle 224 on INQUIRY CARD 


“HOW TO CATCH MORE FISH,” 
25-pages, full-color, photographs and 
drawings, is the 1961 catalog of the 
Fred Arbogast Co., Inc. This 5% x 8 
in. booklet is designed to fit into 
sportsman’s lure box. Full-color illus- 
trations of each lure are accompanied 
by instructions for their use. 

For Details Circle 225 on INQUIRY CARD 


PORTABLE ELECTRIC TOOL 
BUYING GUIDE, 34-pages, half tones 
and line drawings, lists tools from the 
Porter-Cable Machine Co. Shows many 
photos of tools in use. Lists specifica- 
tions and accessories. 

For Details Circle 226 on INQUIRY CARD 


Circle the Number for More Infor- 
mation on Items Appearing on this 
Page. Use the Postage-Free Inquiry 
Card on Page 48. 


wooo CREP eee ACTUAL SIZE CHART 


all 


ee 


reba) nm ozs cuaRY 


peal 


= Seens a = 


wil 
BAAS iIiNE i] | 


III litt” D> 


ACTUAL SIZE CHARTS for “Wood 
Screws” and “Machine and Tapping 
Screws” by Southern Screw Co. 
Charts illustrate actual lengths and 
diameters and show head styles and 
materials. Customers can make right 
selection of sizes wanted by checking 
charts. 
For Details Circle 227 on INQUIRY CARD 








FREE LITERATURE 


“ALL ABOUT PAINT BRUSHES” 
is a four page, three-color folder 
with photos and drawings produced by 
the Polychemicals Dept., E. I. du Pont 
de Nemours & Co., Inc. Folder tells 
history and advantages of nylon fila- 
ment paint brushes. 

For Details Circle 228 on INQUIRY CARD 


“12 LOSSES PENCO PLANNING 
CAN CONTROL,” a new two-color, 
16 page booklet with 63 illustrations 
is offered by Penco Div., Alan Wood 
Steel Co. Booklet covers ways steel 
equipment can speed inventory, save 
storage space, control stealing, speed 
order filling, ete. 

For Details Circle 229 on INQUIRY CARD 


U. S. PUMP MOTORS AND 
DRIVES booklet, 20 pages, three-col- 
ors, illustrated, gives technical data 
on pump motors and drives of U. S. 
Electrical Motors, Inc. Charts aid in 
selection of best motor or drive for 
specific purposes. 

For Details Circle 230 on INQUIRY CARD 


“THE BEST GUN GOING” is title 
of the Ithaca Gun Co., 1961, illus- 
trated, 28 page catalog. Line includes 
a $2,500 grade repeater, slug shooting 
shotgun and autoloading .22 long rifle. 

For Details Circle 231 on INQUIRY CARD 


RURAL MAIL BOX four page, 
three-color catalog by Akron Metal 
Sales Co., Div. of Caster Mold and 
Machine Co. is fully illustrated. Gives 
dimensions and shipping weight for 
each box. 

For Details Circle 232 on INQUIRY CARD 


MOSSBERG FIREARMS CATA- 
LOG, illustrated in color, number 61, 
from O. F. Mossberg & Sons, Inc. 
Cover has painting by Norman 
Adams, depicting a typical sports- 
man’s gun room. Complete line of 
rifles, shotguns, telescope sights, tar- 
get guns, traps and their Covey hand 
trap is illustrated and described. 

For Details Circle 233 on INQUIRY CARD 


COLUMBIAN “WIDE-SIDE” VISE 
is described on a black and white cat- 
alog sheet from the Columbian Vise 
and Manufacturing Co. New features 
of the seven in., left side clamping 
vise are illustrated in photographs. 

For Details Circle 234 on INQUIRY CARD 


TRANSO ENVELOPE CO. collec- 
tion system includes envelopes and a 
series of letters with appropriate 
messages to impress slow payers. 
Company reports that their use has 
cut bad debt losses by a “high aver- 
age” of 38 per cent, and in some 
cases by 79 per cent. 

For Details Circle 235 on INQUIRY CARD 


SCREW & BOLT CORP. PRICE 
LIST CARD, 21x11 in., gives dealer 
assistance in speeding up pricing of 
plated and plain finish bolts. The card 
was produced by the Screw and Bolt 
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Corporation of America. 
For Details Circle 236 on INQUIRY CARD 


LIT-NING PRODUCTS CO. cata- 
log, two colors, photographs, lists 130 
different models of desk trays, desk 
files, cash boxes, waste baskets and 
file boxes. 

For Details Circle 237 on INQUIRY CARD 


“OUTDOORS AT HOME,” eight 
pages, full color, photographs and 
illustrations, is a regular publication 
of the Asgrow Seed Co. Contains ar- 
ticles on garden care and use of the 
company’s products. Product price 
list is enclosed. 

For Details Circle 238 on INQUIRY CARD 


CRESLINE PLASTIC PIPE SE- 
LECTION GUIDE, eight pages, is- 
sued by Crescent Plastics, Inc., an- 
swers the question of what kind of 
plastic pipe to recommend. Gives 
basic information on five types of 
pipe and 15 variations. 

For Details Circle 239 on INQUIRY CARD 


MANN’S SLEDGE HAMMERS 
AND BUSH HOOKS catalog page, 
three colors describes Mann Edge Tool 
Co.’s products. Ten hammers are il- 
lustrated by line drawings. 

For Details Circle 240 on INQUIRY CARD 


COVERAGE HOODS AND VEN- 
TILATING FANS catalog, 16-pages, 
three-color, illustrates and describes 
The Philip Carey Mfg. Co. line. Cat- 
alog fully describes and lists specifi- 


cations for range hoods and ventilat-_- 


ing fans for use in kitehen, bathroom 
and home laundry. 
For Details Circle 241 on INQUIRY CARD 


CONSUMER 500 LINE, Skil and 
Skilsaw Power Tools catalog, has 19 
pages of equipment for tradesmen 
who prefer lower priced tools. Pic- 


ture-packed 
Corp. 
For Details Circle 242 on INQUIRY CARD 


catalog is from Skil 


SKATE CATALOG, No: 61-1, from 
the Boston Athletic Shoe Co. intro- 
duces safety skate. 

For Details Circle 248 on INQUIRY CARD 


DELUXE SKATE LINE CATA- 
LOG, No. 61-2, lists complete line of 
higher priced figure, hockey and rac- 
ing skates manufactured by Boston 
Athletic Shoe Co. 

For Details Circle 249 on INQUIRY CARD 


WHEEL GOODS CATALOG con- 
tains 16 pages covering 50 juvenile 
vehicles manufactured by Murray 
Mfg. Co. 


For Details Circle 161 on INQUIRY CARD 
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P-46 SELF-SELECTION MER- 
CHANDISERS catalog, 40-page, two- 
color booklet is produced by Reflector 
Hardware Corp. Featured in the cata- 
log are more thun four-dozen island 
and over-table merchandising units. 
Also listed are accessory items in- 
cluding signing and pricing equip- 
ment, dividers, security cases and 
hangrail sets to fit all units. 

For Details Circle 258 on INQUIRY CARD 


“MAILING METHODS,” six-page, 
full-color booklet, illustrated with 
color photographs and drawings, is 
offered by the Mail-Well Envelope 
Co. Photo caption article tells one 
company’s successful use of Mail- 
Well envelopes. Examples of enve- 
lopes developed for various uses are 
illustrated. Final page lists 1963 re- 
visions in postal regulations. 

For Details Circle 259 on INQUIRY CARD 


“FOR OUTDOOR FUN,” four 
color, 342x6% in. folder outlines the 
1961 line of reels from the Langley 
Corp. Describes and pictures spin- 
reels, jigs, lures and a fisherman’s 
pocket scale. Available in quantity to 
dealers. 

For Details Circle 262 on INQUIRY CARD 


“HAZARD HUNTING” is a 10- 
page, illustrated, two-color booklet 
produced by the National Safety 
Council. Employers may obtain this 
booklet for distribution to employees. 
This pocket handbook shows how to 
hunt down and eliminate some of the 
most common of off-the-job safety 
hazards. 

For Details Circle 263 on INQUIRY CARD 


DACOR DIVING EQUIPMENT 
catalog, six pages, two-colors, is pub- 
lished by the Dacor Corp. Many pho- 
tographs accompany descriptive para- 
graphs of equipment such as diving 
lungs, waterproof watches, face 
masks, snorkels and storage tank 
accessories. 

For Details Circle 264 on INQUIRY CARD 


STARRETT CATALOG No. 27, 
third edition, presents in 480 pages 
more than 3500 tools of the L. S. 
Starrett Co. line. All new tools in- 
troduced since the previous edition 
are included. 

For Details Circle 265 on INQUIRY CARD 


“MANAGEMENT GUIDE TO 
PRODUCTIVITY,” 25 pages, 84x11 
in. was compiled by the Yale Mate- 
rials Handling Division of Yale & 
Towne Mfg. Co. and from research 
of the Industrial Management Center 
at Lake Placid, New York. Large re- 
tailers, chain operators, wholesalers 
or any company operating a ware- 
house would find this booklet of in- 
terest. 

An enclosed packet of worksheets 
helps management locate departments 
or branches operating with unwar- 
ranted handling costs. 

For Details Circle 266 on INQUIRY CARD 


BOOKS—For Sale and Resale 


EVERYDAY HUMAN RELA- 
TIONS or How to Get Along with 
Other People, 16 pages, two-color, 
published by Enterprise Publications. 
Price, 15¢. Minimum order is 25 
copies. 

The booklet is designed for em- 
ployee distribution. It lists eight 
rules for success in getting along with 
other people and goes into nine other 
short essays on human relations. 

For Details, Circle 243 on INQUIRY CARD 


“PAINTING VINYL WALL FAB- 
RICS,” nine pages, three-color, wash 
drawings, is produced by The Na- 
tional Paint, Varnish and Lacquer As- 
sociation. Copies are 10¢ each or $8 
per hundred. Imprinting available at 
extra cost. 

Booklet illustrates reasons for 
painting vinyl wall fabrics and de- 
scribes best methods for different 
types. 

Book could be given away to stimu- 
late sale of paints, primers and clean- 
ing preparations required to paint 
vinyl fabrics. 

For Details Circle 244 on INQUIRY CARD 


“THE ARCO WORKSHOP COM- 
PANION,” 218 pages, cloth-bound, 
322 illustrations, 5x8 in., published by 
Arco Publishing Co. Retails for $2.50. 

Imaginative dealers will see this 
book as a ticket to return sales and 
as the basis for many tie-in displays. 

Written as a beginner’s manual for 
anyone 12 years or older, the book 
begins by listing basic tool require- 
ments. Instructions are given for 
building basic workshop equipment 
such as workbench, stool and toolrack. 
Problems faced by all beginners are 
solved in simple terms. 

For Details Circle 245 on INQUIRY CARD 


THINGS TO MAKE FOR CHIL- 
DREN, a Sunset Book, 96 pages, il- 
lustrated with 300 halftones and draw- 
ings, published by Lane Book Co. 
Retails at $1.75. 

How-to-ideas for interesting and 
entertaining things to make for chil- 
dren are covered in this book. In- 
cluded are sewing, puppets, hand- 
crafts, outdoor fun and workshop 
projects. Other chapters cover Christ- 
mas and holiday projects for chil- 
dren’s play things. 

For Detoils, Circle 246 on INQUIRY CARD 


“STATE PARKS OF CALIFOR- 
NIA,” by John Robinson and Alfred 
Calais, 94 pages, illustrated with 171 
photos and eight maps, is published 
by Lane Book Co. Retails at $1.95. 

For the first time in a single book, 
Sunset presents complete information 
on all of the California state parks 
and historical monuments. Book de- 
scribes the areas, tells exact locations, 
gives facts on camping and recreation 
facilities. Could be utilized by dealer 
as part of vacation window promo- 
tions. 

For Details Circle 247 on INQUIRY CARD 
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ICE WING LINE CATALOG, No. 
61-3, lists lower priced skates. Book 
is published by the Boston Athletic 
Shoe Co. and lists figure and hockey 
skates. 


For Details Circle 250 on INQUIRY CARD 


SKATING ACCESSORY CATA- 
LOG, No. 61-4, contains items pro- 
duced by the Boston Athletic Shoe 
Co., in addition to skates. 

For Details Circle 251 on INQUIRY CARD 


“NRB RETAIL ADVERTISING & 
SALES PROMOTION MANUAL, 
VOL. III,” 428 pages, illustrated with 
photos and line drawings, is published 
by National Research Bureau, Inc. 
Price is $16.95. 

Looseleaf manual has ten sections 
including advertising, displays that 
sell, seasonal promotions and traffic 
builders. Some 1400 new, tested ideas 
were obtained from such well-known 
stores as Macy’s, Miller and Rhoads 
and many others. 

For Details Circle 252 on INQUIRY CARD 


“GOLDEN ELEGANCE BY PHYL- 
RICH,” No. 61B, 116 pages, four- 
color, illustrated, by Phylrich Sales 
Co., $3.50. 

Colorful catalog shows Phylrich 
bath fixtures, accessories, cabinet 
pulls, knobs and knockers. Hardware 
is decorated with such materials as 
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hand-cut crystal, mother-of-pearl, in- 
laid abalone shell. 
For Details Circle 254 on INQUIRY CARD 


“HOW TO CONVERT MILITARY 
RIFLES,” 49 pages, over 100 illustra- 
tions, published by the Williams Gun 
Sight Co. Dealer price 33¢, retail 50¢. 

Complete step by step instructions 
show how to disassemble, rework, re- 
finish, reassemble and install acces- 
sories. Parts list for each rifle is 
given. 

First two editions were completely 
sold out. Placing this book in the 
sporting goods department should en- 
courage sale of accessory parts. 

For Details Circle 253 on INQUIRY CARD 


“HOW TO PANEL WITH PLY- 
WOOD,” by Donald R. Brann, 31 
pages, illustrated, published by Direc- 
tions Simplified, Inc. Price 50¢. 

This how-to book provides dealer 
with method of offering professional 
advice on paneling even if sales 
people are not skilled. 

Step by step instructions are ac- 
panied by detailed illustrations. In- 
structions include every room from 
basement to attic. Reader learns 
how to estimate cost of projects. 

For Details Circle 255 on INQUIRY CARD 


“LAWN CARE GUIDE,” 24 pages, 
illustrated, two-color, published by 
Moto-Mower, Inc. Retails at 25¢. 


This comprehensive guide tells how 
to start, renew or maintain a beauti- 
ful lawn. Photos of pests, weeds and 
diseases help the home owner diag- 
nose his insecticide needs. 

Imprinting is available. 

For Details Circle 256 on INQUIRY CARD 


“SMALL ENGINES SERVICE 
MANUAL,” 312 pages, 754 illustra- 
tions, published by Technical Publica- 
tions, Inc. One to four, $4.95; five to 
nine, $3.95. Designed to save time in 
repairing any one of 26 popular small 
engines and their 525 models. Gives 
specifications, how-to _ illustrations, 
maintenance and repair facts, etc. 

For Details Circle 257 on INQUIRY CARD 


“FURBEARERS OF CALIFOR- 
NIA,” by George Seymour, 56 pages, 
illustrated, published by California 
Department of Fish and Game. One 
to 12 copies, 30¢ each. Other prices 
for larger quantities. Printing Div., 
Documents Section, North Seventh St. 
& Richards Blvd., Sacramento 14, 
Calif. 

Author Seymour is game manager 
for state of California. His extremely 
thorough book includes a short his- 
tory of fur in the West, general in- 
formation on furbearers and detailed 
information on 20 animals. Display 
book with hunting and trapping 
equipment. 





GIVE YOu 


200 WAYS TO HELP CUSTOMERS 


SIMPLIFY STORAGE 


Over 200 styles of K-V Handy-Hooks for “4” and 
¥%” perforated board simplify storage of bulky, odd- 


shaped items that clutter most homes. 


Ideal for 


kitchen, workshop, closet, garage, basement, bath- 
room and partition. Single or double hooks, tool 
holders, shelf brackets, easels, hat brackets and shoe 
holders. Sturdy, good-looking, low-cost. 


Ask your K-V representative or 
distributor about Bubble Pack 
display stand and bulk Handy- 
Hook merchandisers. 


KNAPE & VOGT MANUFACTURING CO. 
Grand Rapids, Michigan 


Manufacturers of drawer slides, adjustable shelf hardware, sliding and folding door hardware, 
closet and kitchen fixtures. Ask for a complete catalog. 
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Step-Ups at American 
Wholesale Hardware Co. 


STEP-UPS in executive positions 
have taken place this year at 
American Wholesale Hardware Co. 
in Long Beach, Calif. 

Ben F. Larner, who has been 
guiding the course of American 
for the last 12 years, will continue 
to plot its course as chairman of 
the board and general sales man- 
ager. Larner joined the firm in 1928 
as a salesman. He was appointed 
sales manager in 1937 and two 
years later was given the title of 
vice president. In 1949 he was 
named president following the 
death of George Anderson who had 
been head of the firm since 1922. 

Mr. Anderson’s son, Judge F., 
has become president of the firm. 
He joined the firm in 1948 and has 
been serving as vice president. 


Russell E. Barclay has been pro- 
moted from merchandise manager 
to vice president. He will continue 
to be in charge of merchandise and 
has also become a member of the 
board. He started with the firm in 
1937 after graduation. He started 


JUDGE F. 
ANDERSON 
President 


BEN F. LARNER 


Chairman 


as an assistant buyer of tools. 
After the war he became general 
superintendent and then in charge 
of inventory control, before he 
was made merchandising manager. 


George C. Haasis remains as sec- 
retary of the corporation. He start- 
ed with the firm in 1931 right after 
finishing school. He held such of- 
fices in the firm as cashier, book- 
keeper, claims and office manager. 

Pierre Anderson, brother of 
Judge, is treasurer of the firm. 

Joe W. Juneman was made hard- 
ware sales manager. He started 
with the firm in 1940, worked in 
the warehouse for a few years and 
then went on the road as a sales- 
man. He returned to Long Beach 
as a buyer of tools. 


Lew Boys who joined the firm in 
1946 as a salesman in the indus- 
trial division, continues as sales 
manager of that division. He was 
appointed to that position in 1950. 

Other changes that have taken 
place include John W. Larner who 
replaces J. W. Juncman as head 


of the tool department. Harvey 
Sharrar is in charge of sporting 
goods. He was formerly a sales- 
man. 

Since the first of the year seven 
salesmen have been added to the 
firm’s staff, bringing the sales 
force up to a total of 41. The sales- 
men are Ed Baugh, Alex Church, 
John Dutton, Kenneth Hobgood, E. 
L. Taylor, Walter Weaver and 
Robert Walker. This expansion of 
sales force gives American the op- 
portunity of being better represent- 
ed in the outlying areas of the 
Southern California territory. 

American Wholesale Hardware 
Co. is located at 1500 W. Anaheim 
St. in Long Beach. They have oc- 
cupied this business since the early 
twenties. In 1933 a shattering 
earthquake of Long Beach partly 
demolished the building. It was re- 
built and is still occupied by the 
firm today. In 1937 they expanded 
to steel warehouse in order to get 
into the industrial supply business 
which is an important part of the 
firm’s over-all sales. 


‘A um > “ 


GEO. C. HAASIS 


Secretary 


RUSSELL E. 
BARKLEY 
Vice President 


LEW BOYS 
Industrial 
Sales Manager 


JOE W. JUNEMAN 
Hardw. Sales Mgr. 
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Easy to 

see how the 

Russell Bolt 500 Line 
takes the 

guesswork out of pricing! 


With a new, permanent price coding system, Russell Bolt puts profit back in a 
handful of bolts. No more confusion at the cash register—no more lost time on 
sales with the new Russell 500 line. You know at a glance the price you put on 
every fastener in stock. During routine manufacturing this simple coding is 
embossed permanently on the head of every fastener...always there... won't rub 
off or become obliterated. This foolproof coding means all the profit is yours. 


An attractive blue & yellow display stand 

9° holds an assortment of 78 fast-selling nuts and 

RUSSELL BOLT’S 500 LINE bolts—plus extra bin space for your stock of 

PRICE CARD washers, etc. Designed to build impulse sales, 

each blue-sheen plated fastener is easy to see— 

easy to reach. Order your completely stocked 
merchandiser, today. 


Russell Bolt’s 500 Line is also available from your 
jobber in standard packaged stock. All sizes up 
to 5/8” x 6” enable you to convert easily your 
present stock to this handy price system. 





R508 


Russell Bolt & Mfg. Co. Dept. C 
A Subsidiary of Norris-Thermador Corp. 
800 East Gage Avenue 

Los Angeles 1, California 

BoE a A age a9 oe al Send free literature & sample merchandising kit. 





On your next 
2 ils order, ask your 
Price cards, with pressure Name jobber for 
sensitive price labels, enable you Address Russell Bolt's 
to set your own price, yet take full City 500 Line—it 
advantage of the coding system , : i costs no more, 
with your present bolt bins. My preferred bolt jobber is 

















For Details Circle 9 on INQUIRY CARD 
JULY 1961 





NEWS 


AFTM Elects Westerner 

Arthur W. Agnew of Sunset 
Lines, Petaluma, Calif., was elected 
first vice-president of the Ameri- 
can Fishing Tackle Manufacturers 
Assn. Election took place at the 
group’s 28th annual meeting held 
recently in Chicago. 

Prior to the meeting, the organ- 
ization was known as the Associ- 
ated Fishing Tackle Manufacturers. 
Members voted to adopt the new 
name which they feel better defines 
their group. 


Maier on Allied Western Board 

H. George Maier, general man- 

ager of Allied Western Distribu- 

tors, Inc., San Francisco, has been 

appointed to the firm’s board of 

directors. At the same time, Maier 

: | was named a trustee for the Allied 

| Western Profit Sharing Trust. 


Empire Brushes Promotes Bartle 


Herbert Bartle has been promoted 
handy rope package that practically sells on sight to sales manager, Personal Brush 
gle coils of 50 and 100 feet individually wrapped in div., Empire Brushes, Inc. Bartle 
sparkling cellophane labelled with complete information has been in the sales department 
including size, coil length and tensil strength. It’s the lates with the Port Chester, N. Y. firm 
‘ supplement ice) Tubbs beats (e)| packaged rope i sales worthy for many years. 
iddition to Tubbs Self Serv Coils and Ready AY Rereeaen were | 
Boxed Rope ° 
Tubbs Coil ettes come in three standard sizes —! Ages See Penns Coleres 
available in first grade, a aepeberiee Manila and écomnies “ary agape alageeragare 
ieiced stainieue Mle Wor dell Apecifications and list nricck wholesaler, is distributing their 
: new catalog to dealers. It contains 
a pricing system that keeps the cat- 
alog up-to-date with the latest 
prices and changes. 


See 


Wy “y Jictrr hat 
Vou ocal distr uto 


TUBBS 3: 
COMPANY 


MAIN OFFICE BUSH REE 


Now madam, one pinch of plant zip and 
presto! 
For Details Circle 10 on INQUIRY CARD 
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N EWS FOR WESTERNERS 


CF&I Makes Sales 
Change in West 


Frank M. Barry has been appointed sales man- 
ager of Colorado Fuel and Iron Corp. Northern 
California district. Barry has been serving as 
assistant to the district sales manager since 
1959. 

Announcement was made by J. N. Counter, 
general manager of sales, Western Division. He 
also announced that Thomas D. Guy will serve 
with Barry as assistant district sales manager. 
Since 1950 Guy has been a sales representative, 
general line products, in the Northern California 
district. 

At the same time it was announced by Counter 
and J. A. Bole, manager of sales, Northwestern 
Division, that N. H. Nordby will be assistant dis- 
trict sales manager in the Boise, Idaho district. 
Nordby has been district sales representative, 
general line in Butte, Mont. since 1955. 


Baker & Hamilton Holds 
First Industrial Show 


Some 500 individuals from 200 firms attended 
Baker & Hamilton’s first Industrial Show June 
8-10 in San Francisco. The hardware wholesale 
firm had 62 factories exhibiting products. Booths 
were staffed by factory sales representatives and 
Baker & Hamilton personnel. 

According to R. B. Davis, industrial sales man- 
ager, both visitors and exhibitors were enthus- 
iastic with the show results. 


Four Western Firms Add Cookware 


Four West Coast distributing companies have 
been named to represent Prizer-Ware, Reading, 
Pa. They are: Wesco Merchandise Co., 311 E. 
44th St., Los Angeles; Western Metal Supply 
Co., 215 Seventh Ave., San Diego; Western 
Wholesale Hardware, 475 Brannan St., San Fran- 
cisco; Clarke Wheeler Co., 1800 Sixteenth St., 
Sacramento, Calif. 


Sales Changes for Desmond Paint 


J. H. Mitchell, national sales manager of Des- 
mond Brothers Paint Co., Torrance, Calif., has 
announced the following sales changes: 

George C. Sterling will represent the paint 
firm in San Diego and Imperial counties of Cal- 
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ifornia. Sterling is past president of the San 
Diego Paint Club. 

Millard B. Doty has been assigned Arizona, 
part of New Mexico and El Paso, Texas. He 
was formerly a sales representative for Desmond 
in St. Louis, Mo. 


Phillips Named Sylvania Agency 


J. W. Phillips Distributing Co., Inc., 1534 First 
Ave., South Seattle, Wash., has been appointed 
as a franchised distributor of Sylvania Home 
Electronic Corp. The company will distribute 
Sylvania products in 18 Washington counties. 
The 18 counties comprise the Seattle trading 
area. 


Garvey to Represent Turner Corp. 


Turner Corp., Sycamore, Ill., has announced 
the appointment of Peter James Garvey as a 
direct factory representative in Southern Cal- 
ifornia. He replaces Roy Ljungberg who recently 
returned to Sweden. 


Bestwood Sales to Denver Firm 


Albert M. Solen Co., Denver, Colo., will handle 
sales of Bestwood contact cement. Their ter- 
ritory will cover Colorado, Wyoming, Idaho, 
Montana and Utah. 


NEW OFFICERS FOR SAN FRANCISCO P&K 


ELECTION OF NEW OFFICERS of the San Francisco Pot & Kettle 
Club took place June 2, 1961. Turning over his gavel of office is 
outgoing president Tom Payton, Cory Corp., (left) to the newly 
elected president Charles Poetzl, sales manager of Wresco. Ofher 
officers for 1961-62 are (from left): 1st vice president—Bob Davis, 
RLD Merchandising, Inc., treasurer—Erik Lous, Erik Lous & Associates; 
board members Nile Herron, Cal-Dak; and Leon Beck, Leon Beck Co. 
Not present for picture were: 2nd vice president—Jack Kenyon, Mirro 
Aluminum Co.; and secretary—Larry Busdieker, Libbey Glass. 
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Buyers Can Register Now for 
National Hardware Show 


Frank M. Yeager, managing di- 
rector for the National Hardware 
Show, announced buyer pre-regis- 
trations are now being accepted for 
the 16th annual show. More than 
45,000 buyers are expected to at- 
tend the event which will be held 
for the first time at McCormick 
Place, Chicago, October 2-6. 

Pre-registration forms may be 
obtained by writing National Hard- 
ware Show, 331 Madison Ave., New 
York 17, N. Y. There is no regis- 
tration fee. 


Hickman Tye Expands 
B.C. Branch 


A new wing of the Hickman Tye 
Hardware Co., Ltd. branch in Van- 
couver, B. C., is being added to 
their building at 1342 Clark Drive. 

The construction project will add 
4000 sq ft of warehouse and show- 
room space. It will also provide 
additional customer parking space 
and improved loading and shipping 
areas. 


Bonan Named to Sales Post 


Appointment of Francis Bonan 
as assistant sales manager of 
the Iona Manufacturing Co., Inc., 
Hartford, Conn., was announced by 
Joseph P. Dornich, vice president, 
sales. Bonan will work under the 
direction of Gerald F. O’Rourke, 
promotional sales director of Iona. 


Schick Promotes Hyman 


Gerard Hyman has been appoint- 
ed general sales manager of Schick 
Inc., manufacturers of electric 
shavers and toiletries for men and 
women. Hyman was formerly na- 
tional field sales manager of the 
company and has been with Schick 
for nine years. 


Lesselyong Promoted to V.P. 


Frank E. Lesselyong has been 
elected vice president in charge of 
sales for Tonka Toys, Inc., Minne- 
apolis, Minn. He has been with 
Tonka since 1957. Prior to joining 
the Minneapolis toy firm, he was 
sales manager for Smith-Miller, 
Santa Monica, Calif., toy maker. 


54 


Cutlery Group Elects Officers 


The annual meeting of the Amer- 
ican Cutlery Manufacturers Assn., 
was held in Niagara Falls, Canada, 
in May. Members of the organiza- 
tion selected Robert F. Chresten- 
sen, president of Ontario Knife Co., 
Franklinville, N. Y., as president 
of the association. 

Other officers elected were: vice- 
president, Robert U. Clemence, 
president of Hyde Mfg. Co., South- 
ridge, Mass.; treasurer, J. Russell 
Osborne, president of W. R. Case & 
Sons Cutlery Co. Bradford, Pa. 
Elected as a member of the board 
of directors was A. Edward Allen, 
president of Utica Cutlery Co., 
Utica, N. Y. 


Whitehead Promoted 


Consumer’s Glue Co. of St. 
Louis, Mo., has named Edward 
Whitehead as sales manager. 
Whitehead has been with the firm 
for the past 16 years. He will con- 
tinue to work out of the company’s 
St. Louis offices. 


Dague Named Special Assistant 


Lloyd Russell Dague has joined 
Weslock Co., Huntington Park, 
Calif., as special assistant to gen- 
eral sales manager Ernest Cipriano. 
Prior to joining Weslock, Dague 
served as West Coast regional man- 
ager of Southern Sash of Calif., Inc. 


Joins Contract 
Builders 
Hardware, Inc. 


Arthur H. 
Uhler 


Arthur H. Uhler, AHC, has join- 
ed Contract Buliders Hardware, 
Inc., Los Angeles. As an architect- 
ural hardware consultant, Uhler is 
well-known in Southern California. 
He is a former president of the 
American Society of Architectural 
Hardware Consultants and is a 
charter member of that organiza- 
tion. 

Uhler most recently was Western 
regional director for Richards-Wil- 
cox Mfg. Co. Prior to this he was 
with The Stanley Works and man- 
ager of the contract builders’ hard- 
ware department of Union Hard- 
ware & Metal Co. Contract Builders 
Hardware, Inc. is successors to 
Union’s contract hardware depart- 
ment. 


Yale Parts Depot Moves 


The Western Parts Depot of Yale 
Materials Handling Div. has moved 
to a new building at 2303 Merced 
St., San Leandro, Calif. Yale Ma- 
terials Handling is a division of The 
Yale & Towne Mfg. Co., Philadel- 
phia. 


WINNERS OF 6th WESTERN HOUSEWARES INDUSTRY GOLF MEET 


eset 


WINNING GOLFERS collected their trophies at the 6th Annual Western Housewares Invita- 
tional Golf Tournament held May 23. The event was sponsored by the San Francisco Pot & 
Kettle Club. Awards were presented during after-dinner ceremonies at the Diablo Country 
Club, Diablo, Calif. Over 50 golfers participated in the Tournament. Winners included 
(front row, from left): Ed Stirm, Peninsula Steel Products; Lloyd Barnblatt, Lacar Enterprises; 
Bob Huxtable, Hamilton-Cosco; Fran Showalter, Incandescent Supply; Ernie Happholdt, 
Charles G. Putnam Co.; and Dick Lorenzen, Imperial Knife. Back row (from left): Leo Amol- 
sky, Hart's Department Store; Niles Herron. Cal-Dak; Lee Worrill, Stanley Home Products; 
Tom Payton, Cory Corp.; Bob Brackett, Bob Brackett Co.; and Les Sirman, Sirman & Warren Co. 
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Devere Co. to Represent 
Marlin Firearms in West 

The Marlin Firearms Co., New 
Haven, Conn., has announced the 
appointment of the Devere Co. as 
its representative in the West. 

Devere will cover three territo- 
. ries for Marlin. Southern Califor- 
nia from the Mexican Border to 
Fresno will be serviced by James 
P. Devere and James M. Butler. 
Their office is at 2129 So. Olive St., 
Los Angeles 7. Their territory will 
also include Las Vegas, Nev., and 
Hawaii. 

Northern California, which in- 
cludes Fresno to the Oregon border, 
will be covered by James Lagiss 
and Harry Gordon. They will head- 
quarter at 497 Stockbridge Ave., 
Atherton, Calif. 

In the Pacific Northwest, Russ 
Leonard, 3007 So. Arthur St., Spo- 
kane, Wash., will handle Oregon, 
Washington, British Columbia and 
Alaska. 


Wyoming Hardware to 
Hold Show 


The Third Fall Dealer Show held 
by Wyoming Hardware Co., Casper, 
Wyo., has been scheduled for Sept. 
9-10. Some 25 factory representa- 
tives will be on hand at the whole- 
saler’s headquarters. Dealers will 
be able to get first-hand informa- 
tion and see demonstrations of new 
products offered by the representa- 
tives. 





“That was just a thumbtack. Wait till you 
hear this washer.” 
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Housewares Hardware Show 
to Open in L. A. in July 


The first Great Western National 
Housewares-Hardware Show will be 
presented in Los Angeles on July 23 
through 25. Produced by 20th Cen- 
tury, Inc., it will be held at the Los 
Angeles Memorial Sports Arena, 
made famous during the 1960 Dem- 
ocratic convention. 

The show will feature all types 
of homewares, hardware, giftwares, 
toys, Christmas “previews,” pre- 
mium and promotional merchandise 
exclusively for manufacturers, dis- 
tributors, and dealers. 

Many of the nation’s top buyers 
have indicated their approval of 
this new show, according to the 
sponsors. Buyers have also expres- 
ed interest in the exclusive “show 
special” which will be offered by 
every exhibitor. 

The event will be held on one 
floor, gayly decorated with flowers 
and fountain, plus background 
music. 

There will be about 500 exhibitors 
in open booths. To date 91 per cent 
of the space has been reserved. One 
of the features of the show will be 





MISS GREAT WESTERN poses beside sign 
for new housewares show which premieres at 
Sports Arena in Los Angeles. She will greet 
the throng of buyers attending the three-day 
show. 

the 40 conference booths where 
buyers and company representa- 
tives can discuss special matters 
in privacy. 

Valuable prizes and expense-paid 
trips to Reno and Las Vegas will 
be given to buyers every hour. 

Free transportation will be fur- 
nished from major hotels. 





FULLER 


A 


y 
| 


PROFIT 


NEW! Recessed Head 


SCREWDRIVER 


ASSORTMENT 


| For Phillips and 

| Reed & Prince screws 
Fast-moving Professional 
Tools At Homeowner Prices! 


@ 5 Most Wanted Sizes @ Hot Forged 
& Unbreakable Amber Handles 
Blisterproof Domes ©®© 
| Priced for Wrap-up Sales 

U.S.A. @  Unconditionally Guaranteed 
| @ Open Stock. 








152-35 Tenth Ave., Whitestone 57, N.Y. 
Master Too! Makers and Merchandisers 





orver your *814 


ASSORTMENT TOPAY! 


FULLER | TOOL CO., INC. 
us 
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Burkett Heads McCulloch 
LA Div. 


W. B. Burkett has been promoted 
to vice-president and general man- 
ager of the Los Angeles division 
of McCulloch Corp. 

Burkett will be responsible for 
sales, engineering and quality con- 
trol of the division. He joined the 
firm in 1951. 


Libbey Plans New Plant 

A new plant is being built in the 
West by Libbey Glass Div. of 
Owens-Illinois. The plant will be 
located in City of Industry, Calif. 

Arthur J. Cross has been named 
manager of the glass tableware 
plant and will supervise construc- 
tion. Completion date is set for May, 
1962. 


NORTHERN WHOLESALE HARDWARE WINS MIRRO AWARD 


SILVER PLAQUE was presented to Northern Wholesale Hardware Co., Portland, by Mirro 
Aluminum Co. The award was in recognition of Northern Wholesale Hardware's merchandising 
of Mirro products. Attending presentation (from left): Harley Baily, electric buyer for 
Northern; Jim Scott, Northern VP; Don Foss, executive VP receiving plaque from Jim Glandon 


of Mirro; Arne Ekeblad, Northern housewares buyer; and 


Jim Moodie, Northern Wholesale 


tool buyer. Plaque is inscribed: Presented to the Northern Wholesale Hardware Co., Member 


of the Mirro Carload Club of 1960. 





DOUBLE YOUR SALES... 
DOUBLE YOUR PROFIT 


Ni 


AY 


Victor Twin-Pac 


(also for Holdfast Traps) * 


is Gil.) MOUSE TRAPS 


in Pacs 


There'll be no more “one-trap-at-a-time” sales 
when you display Victor mouse traps in pacs. 
““Dressed-up” to sell, these eye-appealing Victor 
pacs actually sell themselves when stacked on 
the counter or hung froma rack. All pacs are pre- 
priced, carry baiting and setting instructions. 

Victor mouse traps in pacs are a winning 
combination .. . top quality product, well-known 


Victor 4-Pac 
(also for 
: Holdfast Traps) 
The Sate, Gong Wey te Catch Mice 


é. 


ho 
MOUSE TRAPS 


Victor 2-Pac 
{also for Holdfast Traps) 


brand name, attractive package and a big 
profit margin! 


Order Victor mouse and rat traps 
from your wholesaler, today! 


ANIMAL TRAP COMPANY 
OF AMERICA 


Lititz, Pa. « Pascagoula, Miss. 
Niagara Falls, Ont. 


Victor Easy-Set 
2-Pac Card 
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Stanley-Judd 
Representative 
in So. Calif. 


Gaither E. 
Baker 


Gaither E. Baker has been ap- 
pointed Southern California sales 
representative for Stanley-Judd, 
Wallingford, Conn., division of The 
Stanley Works. 

Baker was formerly a sales rep- 
resentative for the Stanley Power 
Tools division. He has worked out 
of the Los Angeles office since 1950. 


Niehaus Joins Mt. States Co. 


Frank Niehaus has been appoint- 
ed Southwest sales manager of 
Mountain States Sales Co., manu- 
facturers’ representative firm in 
Denver. 

Niehaus will headquarter in El 
Paso, Texas, and cover Arizona, 
New Mexico and West Texas. He 
was formerly housewares and toy 
buyer for Popular Dry Goods Co. in 
El Paso. 

According to Pete Dillman, part- 
ner in the firm, James Keogh will 
continue as Northwest sales man- 
ager. 


Grayson Represents Rooto 


Ted Grayson and Associates, 
Sherman Oaks, Calif., has been 
named sales representative for 
Rooto Corp., Detroit, Mich. The 
Grayson firm will represent Rooto 
in the Southern California and Ari- 
zona area. 





Now here's a popular model 
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IN MEMORIAM 


ALBERT L. DISTAD 


Albert L. Distad, 66, former man- 
ager of the Ernst Hardware build- 
ers hardware department, died June 
2 in Seattle, Wash. He had been 
ill for several months. 

Distad was a member of the 
American Society of Architectural 
Hardware Consultants and the 
Builders’ Hardware Association of 
Washington. 

He is survived by his widow, 
Helen, three sons and a daughter. 


ROY E. TREMOUREUX 


Roy E. Tremoureux, 76, was in- 
terred in Grass Valley, Calif. on 
May 13. He had served as trea- 
surer of the Alpha Hardware Co. 
since 1946. Tremoureux is survived 
by his widow and son Roy. 


SBA License Western Firms 


The Small Business Administra- 
tion announced the licensing of the 
following investment companies in 
the West. 

Under its program these firms 
provide long-term financing for 
small business: 

Cascade Capital Corp., N. 220 
Haven, Spokane, Wash., has been 
organized with $306,000 initial cap- 
ital. 

First Small Business Investment 
Co. of Los Angeles, 9171 Wilshire 
Blvd., will have $303,000 capital- 
ization. 

Judson-Murphy Capital Corp., 
420 Market St., San Francisco, has 
been licensed by SBA. Capitaliza- 
tion is $306,000. 

California Capital Growth, Inc., 


315 Montgomery St., San Fran- |}: 


cisco, has been granted an SBA li- 
cense. Capitalization is $310,000. 

Valley Capital Co., 111 Sutter 
St., San Francisco, has also re- 
ceived its SBA license. Initial capi- 
tal will be $306,000. 

Two Los Angeles firms have re- 
ceived SBA licenses. Wilshire Capi- 
tal Corp., 215 So. La Cienega Blvd., 
Beverly Hills, and Professional 
Small Business Investment Co., 
5979 West Third St., Los Angeles, 
have been approved. The firms will 
have $300,000 and $302,000 respec- 
tively in capital. 
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CAMPBELL 


MAKES CHAIN 
IN THE WEST...FOR THE WEST 


Everyone west of the Rockies gets greater convenience and better 
service from Campbell's completely integrated, modern chain plant 
at Union City,-California. Ready to back up Campbell's warehouses 
on the West Coast, this major chain plant makes it possible for you 
to get prompt shipment ofany chain in Campbell's complete line. 
The Union City plant is the newest link in Campbell's nationwide 
network of manufacturing and warehouse facilities to assure you 


the best in delivery and service. 


CAMPBELL CHAIN COMPANY 


3 FACTORIES: York, Pa.; West Burlington, lowa: Union City. Calif 





WAREHOUSES: Medford, Mass.; Atlanta, Ga.: Dallas. Texas 


Chicago, lll.; Portland, Ore.; Seattle, Wash.; Los Angeles, C 


THE ONLY CHAIN COMPANY WITH FACTORIES AND WAREHOUSES COAST-TO-COAST 


NEWS 








GIFT SHOW HONORS DeLANCY 


HONOR AWARD was given to E. F. 
DeLancy (right). by California Gift Show 
for 40 years of service to Southern Cali- 
fornia chain and glass industry. DeLancy 
has participated in 53 consecutive Gift 
Shows in Los Angeles. Presentation was 
made at offices of Trade Shows, Ltd., 
sponsers of the shows. DeLancy, who re- 
tired June 1, was greeted by a boyhood 
friend Fred Grant (left) of Grant-Jacoby 
Co. Delancy will no doubt be around 
for the 53rd Gift Show which will take 
place July 23-28 in Los Angeles. 


now A Revolutionary 


Scientific Advancement 


offers a 


permanent 
tub 
seal 


CAN'T 

DRY OUT 
CRACK OR 
CRUMBLE— 


COMPLETELY WATERPROOF 


@Compact chipboard carries complete 
instructions. 


@ Eye catching point of purchase 
display. 


@ Public appealing merchandising aids. 
BLACK TECHNICAL INDUSTRIES, INC., 
115 NEW MONTGOMERY ST., SAN FRANCISCO 
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SCHEDULE OF CONVENTIONS AND SHOWS 


July 23-28 


July 23-25 


July 28-30 


August 6-9 


August 13-15 


August 20-23 


August 27-29 


August 27-30 


Sept. 


Sept. 


Sept. 


Oct. 


Oct. 


53rd CALIFORNIA GIFT SHOW, Ambassador & Bilt- 
more Hotels, Brack Shops, Merchandise Mart, Los An- 
geles (Trade Shows Ltd., 3510 Council St., Los Angeles). 


lst GREAT WESTERN HOUSEWARES SHOW, Los 
Angeles Memorial Sports Arena, Los Angeles (Paul 
White, 20th Century Inc., Suit 224, Statler Hilton, Los 
Angeles). 


BILLINGS HARDWARE COMPANY HOUSEWARES 
AND GIFT SHOW, Shrine Auditorium, Billings, Mont. 
(Ralph R. Johnson, Billings Hardware, 510 N. Broadway, 
Billings, Mont.) 


SAN FRANCISCO CHINA, GLASS, GIFT, JEWELRY, 
TOY, STATIONERY & HOUSEWARES SHOW, Brooks 
Hall, Sheraton Palace, St. Francis, Sir Francis Drake, 
Merchandise Mart, San Francisco .(Kay Leber, Western 
Exhibitors, Inc., 1355 Market St., San Francisco). 


PORTLAND GIFT SHOW, Memorial Coliseum and Plaza 
Hotel, Portland (Kay Leber, Western Exhibitors, Inc., 
1355 Market St., San Francisco). 


SEATTLE GIFT SHOW, New National Guard Armory, 
Olympic and New Washington Hotels and Terminal Sales 
Bldg., Seattle (Kay Leber, Western Exhibitors, Inc., 1355 
Market St., San Francisco). 


SPOKANE GIFT SHOW, Davenport Hotel, Spokane (Kay 
Leber, Western Exhibitors, Inc., 1855 Market St., San 
Francisco). 


34th DENVER GIFT & JEWELRY SHOW, Albany Hotel, 
Denver, Colo. (Reed H. Hixson, Trade Shows, Ltd., 3510 
Council St., Los Angeles.) 


ALLIED GIFT & JEWELRY SHOW, Hotel Adolphus, 
Dallas, Texas (Allied Exhibitors, Inc., 3832 Wilshire 
Blvd., Los Angeles, Calif). 


BANNER DISTRIBUTING CO., 15th & Blake Streets, 
Denver 2, Colo. (J. F. Anderson, Banner Distributing Co., 
15th & Blake Streets, Denver 2, Colo.) 


PHOENIX GIFT & JEWELRY SHOW, Hotel Westward 
Ho, Phoenix, Ariz. (Trade Shows Ltd., 3510 Council St., 
Los Angeles, Calif. 


NATIONAL HARDWARE SHOW, McCormick Place, Chi- 
cago, Ill. (Frank Yeager, 331 Madison Ave., New York, 
N. Y.) 


WESTERN BUILDING INDUSTRIES EXPOSITION, 
Great Western Exhibit Center, Los Angeles, Calif. (A. 
Byron Perkins, 2216 S. Hill St., Los Angeles, Calif.) 


1961 CONVENTION of ASAHC & NBHA, Fontainbleau 
Hotel, Miami Beach, Fla. (Sponsored jointly by Ameri- 
can Society of Architectural Hardware Consultants and 
National Builders’ Hardware Association. Francis X. Far- 
rey, 7225 N. W. 7th Ave., Miami Beach, Fla., NBHA; 
Henry Stephen Harvey, 235 S. County Road Bldg., Palm 
Beach, Fla., ASAHC.) 


NATIONAL WHOLESALE HARDWARE ASSOCIA- 
TION CONVENTION, Dennis & Shelburne Hotels, At- 
lantic City, N. J. (Thomas A. Fernley, 1900 Arch St., 
Philadelphia, Pa.) 


AMERICAN HARDWARE MANUFACTURERS ASSO- 
CIATION CONVENTION, Dennis & Shelburne Hotels, 
Atlantic City, N. J. (Arthur L. Flaubel, 342 Madison 
Ave., New York, N. Y.) 


MONTANA HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION, Rainbow Hotel, Great Falls, 
Mont. (N. Blevin, P. O. Box 1152, Helena, Mont.) 


For additional information about the conventions and shows listed above 
and others not listed in this issue, write to HARDWARE WORLD Service 


Bureau. 
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Stocks Co. 
to Handle 
Waring Line 


M. E. Stocks 


M. E. Stocks Co., San Francisco, 
will represent Waring Products Co. 
Their territory will cover North- 
ern California from the Oregon 
border to Monterey and Fresno 
counties. 

The Stocks staff is comprised of 
Maurie Stocks and Gerald Kaye. 


L. A. Pot & Kettlers 
Give Life Memberships 

The Los Angeles Pot & Kettle 
Club awarded honorary life mem- 
berships to the following house- 
wares industry men on May 9, 1961: 

Francis F. Regan, former sales 
manager for Union Hardware & 
Metals Co., now retired; G. A. Hal- 
lenscheid, Hall-Mack Co.; E. A. 
Hauptman, retired; Harry O. Davis, 
manufacturers’ representative; and 
Jud H. Pohlson, retired. 


Display All of 
Your Cutlery 
In ONE Section 


THIS ATTRACTIVE FIXTURE has 
been especially designed to make 
your store look like cutlery head- 
quarters. 


It is 72" long by 2214," deep by 
62!/."" high (cases). Also available in 
other styles and sizes. Each case is 
made of wood and comes in colorful 
speckle finish. It can also be painted 
to match any decor. It can stand 
alone or fit into a wall section. 


Panels are covered with sliding glass. 
Extra stock may be kept below dis- 


plays. 
Most of the items are preticketed. 
Each item has a label designating 


type or use. Stock easily controlled 
by display number. 


Write for further information. 


CUTLERY DISTRIBUTORS - vo.20x0 - 


JULY 1961 





Krause Joins B & H 


James Krause has been appointed 
buyer for the hardware and heavy 
hardware departments of Baker & 
Hamilton, San Francisco hardware 
wholesalers. Krause was formerly 
with A. J. Glessener Co. for 14 
years. 


x 


NEWS 


Toro Sales Meet in Palo Alto 

September 11-12 distributor sales 
personnel of the Toro Manufactur- 
ing Co. will meet in Palo Alto, Calif. 
At the two-day regional sales meet- 
ing, the salesmen will be briefed on 
the selling program for the coming 
year. 


SKAGGS-STONE BECOMES MEMBER OF MILLION DOLLAR CLUB 


ONE OF THE FIRST to be presented Ekco Products Co.'s Million Dollar Club award is 
Skaggs-Stone Wholesale Co., Oakland. Plaque was awarded to the hardware wholesaler for 10 
straight years of purchasing $100,000 or more of Ekco merchandise. Participating in the cere- 
mony (from left) are: Paul Gary, Skaggs-Stone hardware buyer; Ernie Simpson, Skaggs-Stone 
notions buyer; Jim Innes, Ekco sales representative; Ralph Diamond, Skaggs-Stone executive 
vice president; presenting award, Jack Culberg, Ekco Products vice president; O. L. Stone, 
president of Skaggs-Stone; Jack Lunn, Skaggs-Stone housewares buyer; and Howard Fasset, 


Ekco Western regional sales manager. 
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NEWS 





Arter Opens Hawaii Branch 


The Lee Arter Co. has just open- 
ed an office in Honolulu, Hawaii, 
at 1109 Pakini Street. 


The firm, which has headquarters 
in Los Angeles, covers California 
Nevada and Arizona. The firm will 
represent in the 50th state such 
lines as Gering Plastics, Kordite 
Co., Adler Speare’s Sons, Interna- 
tional Manufacturing Co., Scottlee 
Co. and Sessions Clock Co. 


FIRESCREEN FOR PRINCESS 


ONE OF TWO WESTERN fireplace screens 
that were shipped recently by air to Her 
Imperial Highness, Princess Fatemeh Pahlavi 
of Iran. She ordered them on a coupon from 
a home magazine ad for Portland-Willamette 
Co., Portland. Inspecting one of the screens 
are Capt. F. S. K. Lewis of Pan American 
Airways, Gordon Nelson and William P. Sher- 
man, both of Portland-Willamette Co. 


CF&I Promotes Nordby 


N. H. Nordby has been appointed 
assistant district sales manager 
for The Colorado Fuel and Iron 
Corporation’s Boise, Idaho district. 
Announcement was made jointly by 
J. N. Counter, general manager of 
sales, Western Division, and J. A. 
Bole, manager of sales, Northwest- 
ern Division. 

Nordby has been serving as dis- 
trict sales representative, general 
line, in Butte since 1955. Previous- 
ly, he was wire rope sales district 
manager in Salt Lake City. Nordby 
joined CF&I in 1949 as sales cor- 
respondent in the wire rope sales 
department in Denver. 


Philco Gets Baker & Hamilton 


Baker & Hamilton, San Fran- 
cisco Hardware wholesalers, have 
been appointed Northern California 
distributors for Philco Corp. 

According to Emmet Burke, sales 
manager for Baker & Hamilton, 
his firm will handle Philco table 
and portable transistor radios. 


Bassen to Manage Howe Store 


Appointment of Dan Bassen as 
manager of Howe Hardware, 
South Kitsap, Wash., was announc- 
ed by store owner Gorden Howe. 
Bassen will have complete charge 
of the store, according to Howe. 


Gates Promotes Spencer 


Charles R. Spencer, 33, was 
named manager of the automotive- 
hardware sales division of the Gates 
Rubber Co., Denver, Colo. 

Spencer started at Gates as a 
part-time employee in the materials 
handling department, while attend- 
ing college. Upon graduation he 
started to work full-time in re- 
search. He worked first in materials 
and later in sales research and mar- 
ket extension. 


In 1957 Spencer was named man- 
ager of distributor sales for the 
industrial sales division. He be- 
came field sales manager in 1959. 


He replaces Drexel Minshall who 
resigned to become executive vice 
president in charge of marketing 
for Perfect Circle Corp. 


Westerner Heads Disston Sales 


Robert O. Phillips has been ap- 
pointed general sales manager of 
Disston Div., H. K. Porter Co., Inc. 
He will be located at the division 
headquarters in Pittsburgh, Pa. 

Phillips formerly served as na- 
tional sales manager of Ironrite, 
Inc. Prior to this he was associated 
with the F. B. Connelly Co., Seattle, 
Wash. 


Disston also announced the ap- 
pointment of Robert W. Brady as 
products sales manager. 





Fam MARSHALLTOWN 


MARSHALLTOWN 


YY 


MARSHALLTOWN TROWEL COMPANY e 
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all it costs to use 


nent. Thousands of uses. 


Only “A PENNY A PATCH" ... is 


TEHR-GREEZE FABRIC CEMENT 


For the instont repair of overalls, gloves, canvases, 
tents, awnings, tarpaulins, bags, leather goods and 
any material it can penetrate. Inexpensive, perma- 


Sold by leading jobbers and dealers everywhere. 
Comes in 2 oz., 6 oz. and 16 oz. plastic bottles. Also 
packed from 32 oz. to | 


PACKAGED 
MACHINE 
KEY STOCK 

OVER die 
60 SIZES 
AVAILABLE 


The keys that changed buyers’ 
habits—12-inch lengths of cold fin- 


MAK-A-PIN 
12-in. lengths of 
ROUND steel bars 


It's new, it's versa- 
tile— hundreds of 
uses for repairs or 
replacement — by 


makers, me- 
chanics machine 
shops, farmers, do- 
it-yourselfers. Mak- 
A-Pin rounds are 
copper-coated; can 
be riveted, will cold 
bend; ore easy to 


weld, easy to cut. 
Handy display pack 
contains 10, 12-in. 
bars in 7 sizes: '/," 


ished steel, zinc-coated. Made .000"' 
to + .003"' oversize; rust-proof; just 
cut, file and fit. Reduce storage 
and handling costs. Proven in hun- 
dreds of applications throughout to '/2"". Size marked 
the world. Over 60 sizes stocked. on each bar. 


DEVAN-JOHNSON COMPANY 


514 Rathbone Ave., Aurora, Ill. 
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gal. 
$1.00 F 
BOTTLE, PRICES AND LITERA- 
TURE. 
Comes in attractive 3- 
color counter display 
certon. (12 to a pack- 
age). 
700 W. Root St. 
Chicago 9, Ill. 
YArds 7-9442 
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Ortho Promotes South 


Promotion of William South as 
sales representative for Ortho Di- 
vision, California Chemical Co., was 
announced by H. J. Matson, Ortho 
district manager for the Northwest- 
ern United States. 

South joined the sales staff of 
the Ortho branch office with head- 
quarters in Milwaukee, Ore. For 
the past two years he has been 
supervisor of branch services. 


Aluminum Group Elects Officers 


New officers of the Aluminum 
Ware Association were elected at 
the annual meeting at White Sul- 
phur Springs, W. Va. 

Serving for the coming year will 
be: president, R. L. Pritchard, Mir- 
ro Aluminum Co.; vice president, 
M. G. Armentrout, Wear-Ever Alu- 
minum Co.; and secretary-treasur- 
er, Stuart Swensson. 





COMING IN AUGUST... 
Retail Advertising Issue presenting 
advertising material, catalogs and 
promotional aids from manufacturers 
and distributors. 


NEWS 





Berenson Holds Open House 


Berenson Hardware, Portland, 
Ore., held their annual Open House 
Party on June 11 and 12. 

Dealers from many cities in the 
Pacific northwest saw new items 
displayed by factory representa- 
tives. A number of dealers won 
door prizes. Lunch was served to 
dealers and their families. 


Kentile Names Morrison-Merrill 


Morrison-Merrill & Co. has been 
appointed by Kentile, Inc., to rep- 
resent the firm in Montana. The 
Montana distributor will handle the 
account from two offices at 4211 
First Ave., South, Billings, and 925 
Eighth Avenue, North, Great Falls. 


New Bostitch General Manager 


New general manager for Bos- 
titch, Inc., East Greenwich, R. L, 
is John M. Wilson. Wilson has held 
numerous positions with the Bos- 
titch organization. Most recently 
he served as sales manager. 


Ziegler Is New Sales Manager 


Alfred C. Ziegler is the new sales 
manager of Safe Padlock and Hard- 
ware Co., Lancaster, Pa., according 
to William N. Franck, vice presi- 
dent in charge of sales. 

Ziegler previously held sales ex- 
ecutive posts on the West Coast. 
He has been associated with build- 
ers’ hardware since 1934. 


Mirro Award to Salt Lake Co. 


The Salt Lake Hardware Co., 
Salt Lake City, Utah, has been 
awarded the Mirro Aluminum Com- 
pany’s silver plaque. The award 
was presented in recognition of 
their outstanding merchandising 
of Mirro cookware and Mirro-Matic 
housewares. 


New Manager for Forsyth Store 


Jim McNaney replaced Bill 
Torske as manager of the Miles & 
Ulner Store, Forsyth, Mont. Mc- 
Naney has been in charge of the 
hardware department for the past 
five years. 








ADD A SALE—ITS EASY! 





Add a hobby and model department to your hard- 


LOCK ANYTHING 
ANY TIME 


ware operation and you add a sale—many times 
over. You build traffic and you build profits. And 
it’s easy for hardware retailers to do in California, 
Oregon and Washington . . . for you have access 
to the West’s most extensive line of pre-sold, brand- 
name model and hobby merchandise—plus mer- 
chandising aids, and sound counsel based on 23 
years’ specialized experience. Write for informa- 
tion, or ask to have a representative call on you. 


Distributor of Hobby Supplies 
D.N. Mallory oer at Neve 


598 POTRERO AVENUE, SAN FRANCISCO 10, CALIFORNIA 











For Details Circle 19 on INQUIRY CARD 


GLEASON WHEEL 


NARROW HUB WHEELS 

FIT MORE APPLICATIONS ... 
MEAN MORE SALES AND PROFITS 
Gleason narrow Hub Wheels, together with 
Gleason Hub Stretcher springs and reducer 
bushings, let you fit virtually ail of the more 
than 40 hub widths found on wheeled equip- 
ment in use today. A minimum inventory gives 


you fast turnover and eliminates carrying slow 
moving numbers. Order from your wholesaler. 


ask for GLEASON on your wheeled equipment 


[G) cutason cone., 225 N. Plankinton Ave., Milwaukee 2, Wis. 
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for replacement 
for do-it-yourselt 





Skis, Guns, 
Tools, Gates, 
Luggage, Bicycles, 

Car Trunks, Motorcycles, 
Camp Equipment, Buggies, 
Golf Carts, 
Outboard Motors, 
Small Boats, 
Saddles, 

Bridles 


With 
GOSNER 
LOCK 


This sensational cable 
padiock is an Ameri- 
can invention that is 
the first major change 
in padlocks since their 
inception. 


Stainless steel aircraft 
cable, over one yard 
long, winds back into 
a small circular con- 
tainer. 


This lock opens a new 
door to security and 
to new SALES. 


Whenever a _ person 
needs a padiock... 
Sell a Gosner Lock. 


program sales engineering 


1151 South Broadway, Los Angeles 15, Calif. 
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$25,000 


IN BEAUTIFUL GIFTS 
FOR OUR BUYERS 


GREAT WESTERN 
HOUSEWARES 
HARDWARE 


SHOW 


LOS ANGELES MEMORIAL 
SPORTS ARENA 


JULY 23-24-25 


SHOW HOURS 10 AM-9 PM 


America’s First Trade Show 
where every exhibitor will fea- 
ture an exclusive Show Special 
—National Prevues, major dis- 
counts, unlimited values. 
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(“Leaning Space”—Continued from page 28) 
be made. The two superfluous side counters were re- 
moved. 

They installed a new combination shelf and per- 
forated board display to replace the left side of the 
counter. A perforated board, power tool display and 
miscellaneous items were placed on the right side. One 
week after installing the new displays over $150 ad- 
ditional sales were made. 

The customer reaction to this change has been ex- 
tremely satisfying to the owners. Kerr has received 
many favorable comments on this addition. The new 
line of power tools now carried has proven a fast sell- 
er. “A big factor in the success we have been having 
with this line is the prime display area we have created 
near the front of the store,” asserted Kerr. He feels 
that since everyone must walk by and then back to 
the check-out counter, no more favorable display area 
could have been created. 

“We have plenty of counter space left in the seven 
feet remaining in front. The additional volume of sales 
that we have achieved leaves no doubt that we made 
4a wise move in removing the two side counters. We 
have the same efficiency, better utilization of floor 
space and increased profits. Little more could be asked 
of any change in our store,” concluded Kerr. 





ox POINTS 
: ardware 


Fi REARMS : FSU UO os 


"SIX POINTS'” SIX SELLING POINTS 


HALF A DOZEN sidewalk benches have proven on 
excellent advertising investment for Six Points Hardware 
Co., Phoenix, Ariz. Each of the benches carries a 
message for one of the six major departments of the 
store. The selling message is changed weekly. Each 
location promotes a different department each week. 
Results have been consistently good, according to the 
store management. 





Coming In August... 


Retail Advertising Issue presenting advertising 
material, catalogs and promotional aids from 
manufacturers and distributors. 
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INDEX TO ADVERTISERS 





(This index is published as a convenience and not as a part of the advertising contract. Every 
care is taken to index correctly and no allowance will be made for errors or failure to insert) 





Note: Figures in parentheses ( ) refer 
to Inquiry Card Number which can be 
circled on inquiry card on page 48 
information 


when desiring further 


about advertisement. 
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American Push Broom Co 


Animal Trap Co of America 
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Black Technical Industries Inc ... 


Burns Manufacturing Co Ine (4). 


C 
Campbell Chain Co 57 


Champion DeArment Tool Co (1) 
Front Cover 


The Colorado Fuel & Iron Corp... 1 


Cutlery Distributors 


D 


De Van-Johnson Co 


F 
Fuller Tool Co Ine 


Gleason Corp 


John H Graham & Co Inc King 
Cotton Cordage Div ...Back Cover 


Great Western Housewares Show 62 


K 
Knape & Vogt Mfg Co 


DN Mallory 
Marshalltown Trowel Co 


Robert E Miller & Co Inc 


N 


National Manufacturing Co 


P 


Peters Cartridge Div Remington 


Portland Willamette Co Second Cover 


Program Sales Engineering 


R 


Remington Arms Co Peters 
Cartridge Div 

Russell Bolt & Mfg Co Div Ther- 
mador Electrical Mfg Co 


T 
Thermador Electrical Mfg Co 
Russell Bolt & Mfg Co Div .... 51 


Tubbs Cordage Co .........cse0+ D8 


Val-A Company 


Wells Manufacturing Corp 


Third Cover 








Help Celebrate our 50th Year 


To Greater Sales 


Stock up on FREEWAYS® 
the Fastest Selling 
BROOMS in the West 





There is no cleaner sweep than 
in your warehouse when FREE- 
WAYS start selling themselves. 
You won’t have to wonder where 
the FREEWAYS went to—you'll 
know! Into the hands of very sat- 
isfied customers!!! 


FREEWAY - the all purpose 
broom for patios, sidewalks, and 
barbecue areas. 

With DURATEX plastic fibres that 
pick up dust by magnetic action, 
FREEWAY brooms are excellent 
for industrial and farm use also. 
Impervious to commonly used 
petroleum and caustic products. 
Outlasts conventional brooms three 
to one. 

Each broom guaranteed for one 
year—there’s a tag attached to each 
broom to prove it. 


AMERICAN 
[=| =\PusH BROOM CO. 


114 Fern Street 
San Francisco » ORdway 3-889) 








JULY 1961 
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Counselor 
(Continued from page 27) 


with wrought iron legs attached. 
Risers are built up with glass shelv- 
ing placed on plastic cylinders. 

Builders’ hardware is sold on an 
over-the-counter basis. He does not 
operate a contract builders’ hard- 
ware department. Kammeier does 
do a small amount of commercia) 
business, particularly with the 
armed services’ bases. 

The fixtures used in designing 
the sales area are Streater fixtures. 

Because the store was formerly 
a bowling alley, the section at the 
front is higher than the balance of 
the store. An incline was used to 
the lower level and has worked out 
quite well. In fact, Kammeier feels 
that this higher entrance gives 
everyone an opportunity to get a 
good look at all the departments 
before entering into the center of 
the store. 


WESTERN WHOLESALERS’ 
DIRECTORY SUPPLEMENT 


The following changes can be made in 
your 1961 Wholesalers’ Directory 
which appeared in the June 1961 issue 
of Hardware World. 


CORRECTIONS 


Wilco Supply, Oakland, Calif.— 
Delete: Sales Mgr: Ron Draughan. 





NEW LISTINGS 
CALIFORNIA 


San Francisco 


WRESCO 

1116 Folsom Street. 

ESTABLISHED: 1924. 

PRES: Betty Rapoport. 

GEN. MGR: Gerald Rapoport. 
SALES MGR: Charles E. Poetzl. 
CREDIT MGR: Irene Bucket. 
OFFICE MGR: Kay Schmidt. 
PARTS MGR: Jerry Straus. 
BUYERS: Frank Mannion (Appli- 


ance & Housewares), Jerry Straus 
(Parts). 

TERRITORY: Northern California 
and Nevada. 

DEPARTMENTS: Housewares, Ap- 
pliances, Radios, Tape Recorders, 
Parts, Phonographs. 

SAMPLE DISPLAY ROOM: 116 Fol- 
som St., San Francisco, Calif. 
SALESMEN: 9. 


SPECIAL SERVICES: Annual Deal- 
ers Catalog, Cooperative Advertising. 


San Carlos 


WRESCO 

1348 El Camino Real. 

Branch (See San Francisco). 
STORE MGR: Ronald Heller. 
BUYER: Ronald Heller (Parts). 
SALESMEN: 3. 





COMING NEXT MONTH ... 


Annual Retail Advertising Issue 
Featuring Advertising Aids to 
Dealers from Manufacturers 


BRIDDELL PRESENTS AWARD DURING WESTERN SALES MEETING IN SAN FRANCISCO 


sree : Eg 


WESTERN REPRESENTATIVES met with Chas. D. Briddell Co. sales executives in San Francisco 
recently to learn first hand of the merger of Briddell with Towle Mfg. Co. Towle acquired 
Briddell in April. New products of the combined cutlery firms and sales policies were discussed. 
On hand (seated from left) were: Layton Riggin, assistant sales manager of Briddell; Joseph 
McCarthy, Briddell sales manager; and William Bartlett, manager—special markets for Towle 
Mfg. Back row (from left): Don Michel, Bud Green and Don Hall, all Los Angeles sales repre- 
sentatives; Dick Grannis and Jim Anderson, both of Grandco Sales, Inc., Oakland; Grant 
Foster, Seattle representative; Clayton Leitch, Grandco Sales, Inc., Oakland. 


PRESENTATION of cuff links was made by 
assistant sales manager Layton Riggin (left) 
to Jim Anderson, Grandco Sales, Inc. during 
the sales meeting. Looking on is Joseph Mc- 
Carthy, Briddell sales manager. Gift was pre- 
sented to Anderson in honor of his 15 years 
as sales representative in Northern California 
tor the Carvel Hall line of cutlery. 





DOMES OF SILENCE 
RUBBER CUSHION GLIDES 


SILENT ON 
RUBBER CUSHION GLIDES 
Wonderful for all wood \ Cig ee + eal ° 


an metal 
Rubber Glide 
Crutch Tip 


uf 


Monopoint Glide 


Furniture Rest — Pintle Type 





Rubber Expander 
Tubular Glide 








Bakelite Furniture Rest 





Ask your jobber, if he is not supplied, write 
ROBERT E. MILLER & CO., INC., 
35 Pearl St.. New York 4. N. Y. 
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Adjustable Rubber 


Adjustable Tubular 
Cushion Glide 


Spring Type 

















Bakelite Caster Cup 











No other power hand saw 
gives you all these sales-building features— 


“SALES BUILDER’ “SALES BUILDER’ 


Light weight, only 8 pounds, Comfortable handle— 
with rugged, precision aluminum Quick action double 
die cast housing. 


“SALES BUILDER’ 
Rigid support guides full 
length of blade—no whip. 
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“SALES BUILDER’ “SALES BUILDER’ “SALES BUILDER’ 
Special blade, 8” capacity, Precision ball and needle Specially designed, heavy duty 
is all usable. Cuts on in and bearings, heat treated heli- 7 amp. AC/DC motor. High 
out strokes—No kick, no pull. cal gears. efficiency — cool running. 








THe  WEeLLSAW +00 
the electric hand saw that’s made to sell 


What makes a saw sell? A lot of things added together. 
No other power hand saw : First of all a need must exist. After that the saw itself 
has all these sales-building uses ° is the important thing. 


Fer carpenters or contractors The Wellsaw 400 answers more needs than conventional 
Cut flush with support 


Cut binaie-o 0 too". Gick portable power saws. And it does SO with a design that 
Notch without undercutting : attracts attention and catches the imagination — makes 
Cutting openings in walls : people want to try it. The design features pointed out 
Any job that can be done with a handsaw : above establish the high quality of the Wellsaw 400. A 

- few minutes use demonstrates safety and ease of han- 
For home or farm For industry : dling. The user can quickly learn to do anything with the 
Building and Skidding Wellsaw 400 that he can do with a handsaw. The price 
remodeling Crating is right too— particularly in view of the big 8” * cutting 
oa" Carpentry capacity and broad versatility. 

: Plant maintenance 

Dehorning cattle 


You can profit from all these sales building features 
Home butchering 


backed by national advertising and an effective dealer 
merchandising kit. Write for full information or ask your 
wholesaler or distributor to place an order for you. 


*16" capacity models are also available. 


Si 


WELLS MANUFACTURING CORPORATION 


1465 SERVICE ROAD, THREE RIVERS, MICHIGAN 
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ae NEWS vo 
IN ROPE! 


SELL MORE ROPE BY MERCHANDISING 
HERE’S THE ONLY COMPLETE LINE 


NYLON MERCHANDISER 


A complete Nylon 

Rope Department 

only 24 inches 

high and less than 

1 foot square. 

Rope sizes are /", 

x", ig and x," 

...your choice as 

to size assortment 

on the 4 reels. Dis- 

play rack FREE 

with order for 4 or 

more spools of 

100% Nylon 

Braided Rope. This is a high turnover, 
high profit item. Ask for the King Cotton 
No. 5050 Rope Rack. 


POLYPROPYLENE 
TWISTED ROPE 


ag ees wore 


- POLYPROPYLERE 


The newest synthetic fiber rope, poly- 
propylene is strong, tough, highly abra- 
sion resistant, unaffected by mold, mil- 
dew, acids, alkalis, oils or grease, and 
it's so light it floats. This merchandiser 
contains 5-50 ft. coils and 5-100 ft. coils 
of Twisted Polypropylene Rope. Natural 
color. FREE rack. Ask for King Cotton No. 
711 Rope Rack. 


MARINE ROPE CENTER 


A low inventory, 
low cost, merchan- 
dising display... 
now you can get 
your share of the 
fast growing ma- 
rine trade, Each 
rack contains one 
spool each of 3,” 
Vinyl coated Tiller 
Cable, %4” Poly- 
ethylene Rope, 
Ye", V4" and 6” 
100% Nylon 
Braided Rope. All 
fast moving items. Rack is only 24” high 
and takes up less than 1 foot square of 
counter or shelf space. Ask for the King 
Cotton No. 3050 Rope Rack. 


MANILA ROPE RACK | 


Complete rope depart- 
ment in only 2 sq. ft.; 
low, compact unit. You 
can stock popular sizes 
right on this rack; low 
inventory and high 
turnover in 2 sq. ft. of 
floor space. Connected 
spools let you sell any 
odd length or com- 
plete 50 ft. or 100 ft. 
spool units. Sizes”, 
6 Ye", Yo", He” and %” diameter. Ask 
for Rack No. 7000. Also available Rack No. 
7400; does not contain 5%” or 3%”. 


POLYETHYLENE 
ROPE DEPARTMENT 


Small space (less 
than 1 sq. foot and 
24” high), low 
cost, low inventory 
way to get your 
share of this busi- 
ness. Widely used 
for ski tow rope, 
mooring lines, tent 
rope, barrier rope, 
utility rope, ete. 
Diamond braided 
polyethylene. Col- 
or is bright yellow. 
Each merchandiser 
contains one spool each of 44”, %", 3%,” 
and %” diameter diamond. polyethylene 
rope. Rack is FREE with each order for 4 or 
more spools. Ask for the No. 3070 King 
Cotton Rope Rack. 





JUNIOR NYLON RACK 


More profit per 
square inch than 
you can imagine, 
Only 17” high 
and takes up less 
than Y2 sq. ft. 
An easy way to 
get into the 
braided nylon 
cord business. 
Each rack con- 
tains one spool 
each of %”, 6”, %4” and 54” diameter 
nylon rope. Ask for the No. 5080 King 
Cotton Rope Rack. 
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MULTI-FILAMENT SOLID 
BRAIDED JUNIOR POLYPRO- 
PYLENE DEPARTMENT 


Perfect, low in- 
ventory system 
for getting busi- 
ness on solid 
braided poly- 
propylene rope. 
Newest synthetic 
on the market. 
Strong, abrasion 
resistant, un- 
affected by mold, 
mildew, oil, 
grease, acid, 
alkalis, etc. So light it floats. This sales 
builder contains one spool each of ¥", 44”, 
Y%,” and %”. Ask for the No. 3780 King 
Cotton Rope Rack, 


MULTI-FILAMENT SOLID 
BRAIDED POLYPROPYLENE 
ROPE SENIOR MERCHANDISER 


Strong, abrasion re- soos 

sistant and has a 

good working feel, 

plus a terrific re- 

sistance to oils, gas- 

oline, greases, acids, 

alkalis, mold, mil- 

dew, etc. So light it 

floats. Here is the 

coming number in 

your rope business. 

Profitable and high 

turnover. Each rack 

contains one spool each of the following 
sizes... Ve”, 46", Ve" and 3%”. Ask for the 
No. 3750 King Cotton Rope Rack. 


DIAMOND BRAIDED 
POLYPROPYLENE ROPE RACK 


Water ski rope, life 
lines, swimming lane 
rope, tow rope, bar- 
rier rope, farm rope, 
tent rope, anchor 
line. Dozens of uses 
for this wonderful 
new synthetic rope. 
Diamond braid, 
Coast Guard ap- 
proved orange color. 
Each rack contains 
one spool each of 

hase ¥%", i,” and 
¥%” polypropylene 
rope. Ask for the No, 3000 King Cotton 
Rope Rack. 











